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Far above all other things to \ 
remember when you sell insulation 
are these two money-making facts: 
C 
INSULITE builds—INSULITE in- 
sulates at the same time. A double- C 
duty material giving double for the 
money! That means more and more 
, . \ 
sales for you, and bigger profits 
as time goes on. ‘ 
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. = ““Insulite’* is a registered su 
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Leased only to established 
Curtis dealers, the big Curtis 
Woodwork Style Book is a 
powerful selling influence both 
for today and tomorrow. It 
shows Curtis Silentite Win- 
dows and Curtis Woodwork in 
beautiful colors and in actual 
room settings—presells the 
customer on Curtis beauty and 
value. 








How to 


build 


SECURITY 





Fads in building come and go. Untried 
materials—unknown products—wax 
and wane in popularity. But one fact 
stands out clearly for you as a lumber 
dealer: your future profits, your con- 
tinuing security depend on /asting value 
and popularity of products you sell. 


For 82 years, Curtis has been building 
the kind of reputation that establishes a 
firm sales foundation for lumber and 
woodwork dealers. Today, Curtis 
Woodwork and Curtis Silentite Win- 
dows are known throughout the land 
for their enduring value, their unques- 
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tioned quality, their genuinely superior 
features. Widespread and consistent ad- 
vertising and sales promotion continu- 
ally reinforce and strengthen the preter- 
ence for Curtis products. 

In these days of shifting distribution 
—and keener competition—Curtis 
Woodwork and Silentite Windows offer 
the kind of stability that thoughtful lum- 
ber dealers want. That is why more and 
more of them are planning to tie in with 
Curtis, once present shortages are over 
and Curtis can again enlarge its dis- 
tribution. 


CURTIS COMPANIES 
SERVICE BUREAU 


CLINTON, IOWA 


A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. ¢ Chicago, Ill. « Sioux City, lowe 
Lincoln, Nebr. ¢ Topeka, Kan. ¢ Minneapolis, Minn. 
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FLASHES « wk ke eR ew Kk 


SALES BY BUILDING MATERIALS DEALERS and hardware deal- 


ers for the month of January were well ahead of a year ago. The 
U. S. Department of Commerce reported sales of 660 million dollars 
in this group compared with 526 million a year ago. This was a 
slump, however, from the 809 million dollar business of last De- 
cember. 


50,000 NEW PERMANENT NONFARM DWELLINGS were started 


in January, according to estimates by the U. S. Department of La- 
bor. This was 12,000 under the estimate for December, but ex- 
ceeded the number of units started in January, 1947 by almost 
10,000. Bad weather seriously affected building activity in the 
northern section of the country. 


GYPSUM LATH AND WALLBOARD PRODUCTION is being held 


down by strikes of construction workers. W. L. Keady, president, 
U. S. Gypsum Co., reported that strikers have held up completion 
of the company’s new $7,600,000 plant in Rahway, N. J. The delays 
caused by these strikes, Keady said, is holding up construction of 
200,000 homes per year. He said the company’s output will be in- 
creased 25 per cent once the new mill is placed in operation. 


TRENDS IN HCMES, as indicated by a survey conducted at the 


National Association of Home Builders exposition, shows that the 
expanded use of glass is the No. 1 development in post-war hous- 
ing. Greater mechanization of the home was listed as the second 
most important development. Radiant panel heating was third and 
the use of new alloys and plastics rated fourth. 


SIX-ROOM HOUSES are being built in greater numbers than any 


other type, the survey showed, leading the five-room type by a 
small margin. Home builders fixed the average cost of today’s 
average house at between $9,000 and $10,000. The survey dis- 
closed that if the prospective home owner could have just the house 
he wants, it would be a seven-to-eight room house with three bed- 
rooms, costing not over $12,000 to $15,000. 
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NRLB WILL ACT 


Labor Board te umpire building 
disputes under Taft-Hartley Act 


THE National Labor Relations 
Board is about to establish a prec- 
edent by tackling disputes in the 
construction industry. It is assum- 
ing jurisdiction under the provi- 
sions of the Taft-Hartley Act. 

Heretofore the NRLB has kept 
out of labor troubles in the build- 
ing industry on the grounds that 
such disputes did not involve inter- 
state commerce. 


In a speech before the Associated 
General Contractors, Robert N. 
Denham, general counsel for NLRB, 
said that his agency will act along 
these lines: 


1. Enforce bans against feather- 
bedding and secondary boycotts. 

2. Consider charges of unfair la- 
bor practices by either building 
trades unions or contractors. 

3. Settle jurisdictional disputes 
in which two or more unions claim 
the right to do certain work. 


Mr. Denham termed jurisdiction- 
al disputes particularly annoying in 
the construction trade. He _ ex- 
pressed the hope that NLRB will 
not have to act as umpire. He has 
recommended a plan for settling 
these disputes which has_ been 
worked out tentatively by the AFL 
building trade unions and builder 
representatives. 

Although the details of the plan 
were not immediately announced. 

“We frankly do not want to enter 
this field which is strange territory 
to us,” Denham declared, ‘‘but we 
will do it if we must.” 


DODGE REPORT 


Permits for January in 37 
states at all-time peak 


DOLLAR VOLUME of construc- 
tion contracts awarded in January 
in the 37 states east of the Rocky 
Mountains set a new high mark for 
that month in the Dodge statistical 
series dating from 1925, the F. W. 
Dodge Corp., a fact-finding organ- 
ization for the construction indus- 
try reported. 

January’s awards totaled $615,- 
206,000, representing an 8 percent 
gain over January of last year 
when the previous dollar-volume 
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high for the month was reported. 
January permits were 2 percent 
under the total for December. 

Ten of the 15 Dodge reporting 
regions showed gains over January 
a year ago. Increases of more than 
50 percent were reported for up- 
state New York; western Pennsy]l- 
vania and West Virginia; southern 
Michigan; Minnesota and North 
and South Dakota. Declines from 
last January ranging from 17 to 35 
percent were reported for New 
England; metropolitan New York 
and northern New Jersey; south- 
western Ohio and Kentucky; 
Louisiana, Mississippi and Texas. 

Residential contracts in January 
totaled $238,098,000, an 8 percent 
decline from January, 1947 and a 
5 percent gain over December. 


MORE I-E ENGINEERING 


Producers Council will apply 
principles to multiple housing 


THE Producers’ Council will un- 
dertake to devise savings in the con- 
struction of rental housing by ap- 
plying to multiple dwellings the 
same basic principles developed in 
the Industry Engineered Housing 
Program, Charles M. Mortensen, 
Executive Secretary of the Council 
announced. 

The new program has _ been 
adopted as a result of the wide- 
spread acclaim which has greeted 
the engineered housing plan devel- 
oped by the Council and the Na- 
tional Retail Lumber Dealers Asso- 
ciation, Mr. Mortensen said. 

The Council will seek the active 
cooperation of other interested 
groups in the building industry in 
the engineering of multiple hous- 
ing. New economies in the con- 
struction of apartments and other 
rental units are needed to stimulate 
an expansion in the volume of this 
type of housing, which has not kept 
pace with the rapid increase in th« 
construction of single-family homes 

The Council will not seek to de- 
velop new types of rental units or 
to prepare plans for a wide variet) 
of structures. Instead, it will ap 
ply engineering principles to typ 
ical buildings as a means of dem- 
onstrating the savings which can 
be attained when the dimensions of 
rental units are coordinated with 
those of standard materials. 

It is assumed that modular coor- 
dination will play as important a 
part in the engineering of multiple 
housing as it did in the Industry 
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1. Reflects Radiant Heat 


UP T0 7072 MORE EFFICIENT 


Greatest insulation development 
in 20 years, patented Cellulite- 
Silvercote combines two types 
of insulation in one new, doubly 
effective insulation. Unlike other 
insulations, which work only one 
of two ways, Cellulite-Silvercote 
works both ways: 


1. Cellulite-Silvercote has a 
filler of fluffy, fibrous Cellulite 
that’s up to 36 per cent more 
effective than other insulations 
in preventing heat transfer by 
conduction and convection. 


2. Cellulite-Silvercote has 
two non-corrosive Silvercote 
membranes that reflect radiant 
heat with unsurpassed, perma- 
nent efficiency. 


This new duplex action 
means up to 70 per cent greater 
effectiveness than any other in- 
sulation can give...the greatest 
insulation value on the market 
...aK-Factor of 0.12. 


Sturdy vapor barrier exceeds 
FHA requirements. Gilmanweld 
nailing flanges are extra strong 
to speed andsimplify installation. 
Compact packaging of rolls 
means easy handling. 


Cellulite-Silvercote is flame- 
proof, moisture resistant, pest 
repellent; contains no irritating 
fibers, odors or dust.... is 
permanent — can’t sag, settle 
or pack. 


Write today for full inform- 
ation on Cellulite-Silvercote’s 
greater values for you and your 
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2. Blocks Conduction and Convection 


customers. Cellulite sales have tripled in 
three years. It will pay you to ride the 
Cellulite-Silvercote bandwagon. 


Wholesalers — Distributorships now 
available in some valuable territories. For 
details write or phone Main Office in 
Gilman, Conn., or sales offices in New 
York, Chicago, Tacoma, San Francisco 
or Los Angeles. 








ee eee eee eee 
§ THE GILMAN BROTHERS COMPANY 4 
: 58 Richard St., Gilman, Conn. ‘ 
¢ Please send me, without obligation, full information about 
¢ Cellulite-Silvercote. : 
4 y 
¢ Name. : 
6 
6 Firm_ : 
y ‘ 
: Se P é 
* 
s 
g City Zone Cg ae 
4 


: Please Check One: 
§ ___ Wholesaler Dealer (Retail) ___ Builder Architect H 
-BRBBVBBABBWBBWAWBWsVse BW BWBeseeseseeeaeeenveunag_aans 


*Cellulite is a registered (U.S. Pat. Off.) trademark of The 
Gilman Brothers Company; T. M. “Silvercote’’ Reg. US. Pat. 
Off. by Silvercote Products, Inc. ; 


9 



































Clhrromirim 
METAL MOULDINGS 


in con : 
“rapped venient 
Packa 
sand household for a + 


hou- 
USes, Ou 





























reTMEONT 


in 


HROMTRIM’'S FAMOUS 8/60 DEA 


Here’s what if offers you: Ten 6 ft. lengths of 
each of 8 different consumer-tested “Trim-it-Your- 
self’ metal mouldings, pre-packaged and ready 
for sale. PLUS: 1. The compact, colorful (24” x 
16”) Chromtrim “Silent Salesman” merchandiser. 
2. Eight metal snap-on price tags. 3. Metal 
dispensing tray and nails. 4. Supply of 100 con- 
sumer instruction folders. 5. Free copy of “Trim 
Ideas” for home use. 6. Three color, 11” x 14”, 
display card. 7. Window Display. 
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oo 
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R. D. WERNER COMPANY, INC. 
295 Fifth Avenue, New York City 16, N. Y. 


Please rush full information on Chromtrim ‘’Trim-it-Yourself’’ special 8/60 merchandise deal, 
including Dealer Mat Service data and your free copy of ‘Trim Ideas’’. | understand there's 
absolutely no obligation on my part. 

NAME. sila 
eae ae ese ea 
ADDRESS 
CITY. STATE 
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Engineered Housing Program, 
which was developed over a period 
of two years by scores of the in- 
dustry’s leading designers and tech- 
nicians. 

The engineering of the rental 
housing will be supervised by the 
Council’s Technical Committee, 
Harry C. Plummer, chairman. 
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“If there are any important messages while 
I'm out, Miss Suggs, just jot them down on - 
odd scraps of paper and lose them, as usual 


GARONER REA 











CHICAGO RECORD 


Building permit values up 
but fewer families housed 
money 


ALTHOUGH more y was 
represented in building permits is- 
sued in the Chicago area in Janu- 
ary, the families to be housed were 
99 less than the same month in 
1947, according to the monthly re- 
port of Bell Savings and Loan As- 
sociation. 

Average cost of new homes going 
up in January, 1948 was $8,491 
compared with $6,471 in January, 
1947. 

The value of all building permits 
in January was $14,579,394 com- 
pared with $19,039,200 for Decem- 
ber and $11,066,350 for January, 
1947. 


TACOMA CLUB 


Jacobsen is named president; 
memorial awards are announced 


THE annual banquet of the Ta- 
coma Lumbermens Club was held 
recently in the Winthrop Hotel, 
Tacoma. A capacity crowd attended 

Norman Jacobsen, forest engi- 
neer of the St. Paul & Tacom: 
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q 
Lumber Co., was elected president, 
succeeding August Von Boecklin. 
Wayne James was named vice pres- 
ident and Bill Garnett, secretary. 
Highlight of the program was 
the presentation of the Paul H. 
Johns, Jr., memorial award to Jo- 
seph Zaremba, Clipper, Wash., a 
senior at the University of Wash- 
ington and Nicholas Juliano, Rose- 
burg, Ore. Each man received $100. 
The award is made as a living me- 
morial each year to Ensign Paul H. 
Johns, Jr., the first member of a 
Tacoma Lumbermens Club family 
to lose his life in World War II. 
Awards are made to outstanding 
members of the junior and senior 
classes of the college of forestry. 


WEST COAST ANNUAL 


Lumbermen warned that increased 
cut will step up car shortage 


DESPITE an increased number 
of freight cars promised for the 
lumber industry this year, there 
will still be a shortage if lumber 
production is increased another 10 
to 15 per cent. 

That was the warning sounded 
by Col. J. M. Monroe Johnson, di- 
rector of the office of defense trans- 
portation, at the annual banquet of 
the West Coast Lumbermen’s Asso- 
ciation in Portland, Oreg. 

With a 10 to 15 percent increase 
in output “you will be about where 
you were last year,” Col. Johnson 
told the lumbermen. 

R. A. Colgan, Jr., Washington, 
D. C., executive vice president of 
the National Lumber Manufactur- 
ers Association, expressed the opin- 
ion that price controls will not be 
restored on lumber. His address 
was a highlight of the 37th annual 
meeting, Jan. 29-30. 


WESTERN PINE 


Tight credit may cut building, 
Colgan tells annual meeting 


THE lumber output for 1948 will 
exceed 35,000,000,000 feet, R. A. 
Colgan, Jr., executive vice presi- 
dent of the National Lumber Manu- 
facturers Association, predicted at 
the annual meeting of the Western 
Pine Association held at the Palace 
Hotel, San Francisco, Feb. 20. 

Colgan said he did not believe 
that tighter credit would deter con- 
struction appreciably, but said it 
May serve to reduce the price of 
houses built for speculation. Col- 
gan addressed the convention on 





“The NLMA and National Affairs.” 
Homer B. Jamison, president of 


Bui.ping Propucts MERCHANDISER 

















LEE 


Balanced Drum with full width paper 
_clamps. Ball Bearings lubricated for 


life. 





| Heavy Duty Motor...no brushes, 
© no windings. Extra-Large Fan 
| for dust collecting. 


















Rolls Easy... full bearings in 
truck and caster wheels. 











































Qne-Piece Frame of aluminum alloy. 
Rigid, sturdy. Heavily ribbed cross sec- 
tion. 








© You don’t have to worry about repairs eat- 


ing away your sander rental profits — when 
you have AMERICAN Quality Machines! 


American builds ’em right... expertly engi- 
neered ... precision manufactured . . . quality 
throughout. Many have found the average 


cost of repairs and maintenance extremely 






low when compared with 





MANY high rental profits... 


built to make money for 
you! Send coupon for 
free profit-plan booklet. 


AMERICAN FLOOR SURFACING MACHINE CO., * 

521 So. St. Clair St., Toledo 3, Ohio | t 

Send 1.2-page illustrated free booklet showing how to make money in 5 

the floor sander rental business; also details and prices on American Rental : 

Sanders. , 

TIE eee ecb ica bei en nga smuie en nas Seno Nene bes ear nent ren eRe ; 

Street _..-......c000 wvevecccsves coceeen- ------- nnn nenenn nn enn nnn ne nnn nnenennene nee nces ' 
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BEST-SELLING 





tHE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 
new highly profitable sales and 
increase your sale of paint. 




















Furniture 
Painting Easy! 
Uses any type paint. 


Paints Behind 
Radiators! 
New nozzle sprays 























paint straight ahead, Holds 24 oz. Because painting is so much 
up, down, sideways. —— S Ibs., easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
ONLY be done, more paint used. 
Ks 5 Stock up now and corner the 
BY I sales that are on the way. 
FI an NATIONALLY ADVERTISED IN 
THE SATURDAY- EVENING POST 


Professional Results 
Smooth, even 


No Extras to Buy 
Send for complete 


Better Homes and Gardens 








coat gives every- details. *Slightly 

thing a ‘‘factory higher in western POPULAR MECHANICS 

finish.” territories. *T.M. REG. U.S. PAT. OFF.(C) 194b.M. CO. 
i worio's LARGEST MANUFACTURER OF SPRAYERS Ano DUSTERS rxc 


WRITE DEPT. 63, 589 E. ILLINOIS, CHICAGO 11, ILLINOIS 
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the association and all other officers 
were re-elected including S. V. Ful- 
laway, Jr., secretary-manager. 

Joe Sherar, new head of the 
trade promotion department of the 
association and his assistant, Bob 
Leonard, were introduced. 

The list of speakers included 
L. Glassow, Bend, Ore., new presi- 
dent of NLMA; W. E. Griffee, 
“Factors Working to Balance Lum- 
ber Supply and Demand.” 

Committee reports were given on 
forest conservation by J. T. Dag- 
gett; grading by Clarence Graue; 
promotion by W. S. Kennon; re- 
search by L. R. Pugh; statistical 
by H. F. Root and traffic by Ray- 
mond H. Berry. Percy Burke gave 
the treasurer’s report. 
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“can't help it—1 just don't like the idea of being 
raised in junqles that are filled with wild animals!’ 











BRICK OUTPUT EXPECTED TO 
PICK UP AT LEAST 10 PERCENT 


Mason shortage only serious 
obstacle to peak construction 


THE brick and tile industry an- 
ticipates no difficulty in attaining 
a 10 percent increase in production 
this year to meet the greater de- 
mand estimated for its products by 
the U. S. Department of Commerce, 
according to Roy A. Shipley, presi- 
dent of the Structural Clay Prod- 
ucts Institute. 

Still greater output also can be 
attained if, as the department sug- 
gests, a shortage of lumber or other 
construction materials results in a 
larger demand for clay products, 
Mr. Shipley said. 

Brick and tile plants now are 
staffed with trained crews able to 
produce with a high degree of effi- 
ciency. Raw materials are available 
in ample quantities, and the in- 
dustry’s plants have undergone ex- 
tensive modernization since the end 
of the war. 

Freight car shortages may inter- 


1948, AMERICAN LUMBERMAN 





rupt 
about 
tion i: 

Pos 
masor 
stacle 
masor 
Howe 
prenti 
U. S. 
try S} 
ing ¢ 
ages : 

In 
ductic 
many 
are pl 
modu 
nume 
of CO) 


{\ 


INDI 


Tk 
will 
acco} 
the » 
been 
reco} 
of tk 
befo 
sonr 

Tl 
ress 
tion 
tee 
stud 
said 

Ty 
Mr. 
indu 
able 
the 
in f] 
caps 
hug. 
stru 
mon 
ing 
has 
sinc 
dow 

T 


But 


ers 


~ 
1] 
, Ul= 


he 
the 
Bob 


es ]- 
Tee, 


um- 


ay 
ue; 

re- 
ical 
ay- 
ave 








rupt deliveries in some areas but 
about half the industry’s produc- 
tion is delivered by truck. 

Possible local shortages of skilled 
masons Offer the only serious ob- 
stacle to a maximum volume of 
masonry construction this year. 
However, with the aid of the Ap- 
prentice Training Service of the 
U. S. Department of Labor, indus- 
try specialists are setting up train- 
ing courses to meet mason short- 
ages as they occur. 

In addition to placing their pro- 
duction on a new level of efficiency, 
many clay products manufacturers 
are producing the new cost-reducing 
modular sizes of brick and tile and 
numerous others are in the process 
of converting to the new sizes. 











| "We're going to have some surprised neighbors 
when the snowballs start flying next summer!’ 


INDUSTRY LAUDED 


Miller says credit will be 
given after facts are analyzed 








The private building industry 
will be widely commended for its 
accomplishments since the end of 
the war when the full facts have 
been analyzed and spread on the 
record, David S. Miller, president 
of the Producers’ Council, declared 
before the National Concrete Ma- 
sonry Association. 

The story of the industry’s prog- 
ress will be told by the Construc- 
tion Industry Information Commit- 
tee through a series of economic 
— and otherwise, Mr. Miller 
said. 

There has been a tendency, said 
Mr. Miller, to judge the building 
industry by what it has not been 
able to accomplish, rather than by 
the outstanding record it has made 
in the face of unprecedented handi- 
caps. Although only a part of the 
huge pent-up need for new con- 
struction has been met in the 30 
months which have elapsed follow- 
Ing the war, the volume of building 
has accelerated at an amazing rate 


Since the end of the war-time shut- 
down. 





The amount of new construction 
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PAINT COUN 


Your customers and their friends ... your 
prospects . . . everybody is going to want 
to do something about this new free book. 


ee Oe ee ee 


Kyanize dealers will be liberally supplied 
with free copies.-All-Kyanize’ national 
magazine advertising will feature this ex- 
citing book of decorating ideas, illustrated 
in full color . . . will urge readers to get it 
free at the Kyanize store. 


Write us if you are not supplied. ~ 


For users, the LIFE of the surface. 
For dealers; the EIFE of the store. 


BOSTON VARNISH COMPANY 
Boston --— Chicago -— ~Les - Angeles -—~Mentreal 
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THE JOB 


TRIPLE-STRENGTH 


Fulton TARPS PAY OFF/ 


FULTON ALL-WEATHER TARPS Se, 


pay off for contractors in weather pro- 
tection for materials, machinery and 
equipment ... Fulton pays off for you 
in bigger sales! The eye-catching 
colored reinforcements under grom- 
mets which give Fulton triple-strength 
at points of strain...the unique name- 
on-your-tarp feature... are extra sales 
appeals that are bringing new profits 
to Fulton dealers. 


ACT NOW... get the profitable 
dealership for Fulton triple-strength 
tarps. Get the lion’s share of the tarp 
business in your territory with Fulton, 
the tarp with extra sales appeal! 
There’s a size for every ust... a thou- 
sand uses for every size! 


e FREE ADVERTISING HELPS 


WRITE TODAY for full information about the Fulton selling plan 
which includes local newspaper advertising, direct mail advertising and 
store display ...and THE NEW “NAME ON YOUR TARP” PROMO- 
TION! Address: Fulton Bag & Cotton Mills, P. O. Box 1726, Atlanta 
1, Georgia. 


FULTON BAG & COTTON MILLS 


Manufacturers Since 1870 


NEW ORLEANS ST. LOUIS DALLAS KANSAS CITY, KANS. 
DENVER ATLANTA MINNEAPOLIS NEW YORK 
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would have been even greater had 
it not been for the vast quantities 
of materials utilized to repair and 
improve existing housing and other 
buildings. 


While providing homes and other 
structures at a record rate in re- 
cent months, the industry also has 
been making excellent progress in 
the development of numerous pro- 
grams designed to reduce the cost 
of building, labor gradually has be- 
come more productive, materials 
output has reached an all-time high, 
and building time has been short- 
ened considerably. 


CONVENTION SCHEDULE 


Mar. 17-19—Iowa Retail Lum- 
bermen’s Assn., Des Moines, Coli- 
seum-Savoy Hotel, exhibits. 


Mar. 17-18—Louisiana Building 
Material Dealers Association, New 
Orleans, Jung Hotel, exhibits. 


Mar. 23-25—Florida Lumber & 
Millwork Association, Jacksonville, 
George Washington Hotel, exhibits. 


Mar. 24-25—South Dakota Retail 
Lumbermens Association, Sioux 
Falls. 


April 1-2—New Jersey Lumber- 
mens Association, Atlantic City, 
Hotel Traymore, no exhibits. 


April 2—Southwestern Iowa 
Lumbermens Association, Chieftain 
Hotel, Council Bluffs. 


April 7-9—Southern Pine Asso- 
ciation, annual meeting, New Or- 
leans, Roosevelt Hotel. 


April 15-16—Southern Califor- 
nia Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 


April 15-16—Southern California 
Retail Lumber Association, Los 
Angeles, Biltmore Hotel, exhibits. 


April 18-21—-Lumbermen’s Asso- 
ciation of Texas, Galveston, Munic- 
ipal Pier, exhibits. 


June 1-2 — National-American 
Wholesale Lumber Association, 
Edgewater Beach Hotel, Chicago. 


May 12-13— Arkansas Associa- 
tion of Lumber Dealers, Little Rock, 
LaFayette Hotel, no exhibits. 


May 14-16—Arizona Retail Lum- 


ber & Bldrs. Supply Assn., Grand 
Canyon, El Tovar Hotel, no forma! 
exhibits. 
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HOUSING LEGISLATION: Congress _ will 


pass 
latter part of the year; something that could hit the 
entire U. S. economy a hard-wallop. The Hill will 
accept part of the Truman recommendations, but 
not all; and the choices will turn in part upon poli- 
tics, in part upon the economic picture. 


PRESIDENTIAL PROGRAM: White House pro- 


oosals center mostly around eased credits; a definite 
change on the President's part. Earlier, he was for 
tightened credits right down the line, as a brake 
on inflation. But private lenders in general HAVE 
backed off on mortgage loans; not by changing the 
rules but by suffering a chill of lending enthusiasm 
This was having an effect upon future commitments; 
ind government economists were reducing their 
estimates of ‘48 housing starts. 








TITLE VI: This provision for Federal insurance of 


housing loans will be extended for a year; the 
added amount of allowed insurance coverage will 
be between one and two billions. Call it one and 
a half. The President asks that half the amount be 
allocated to rental housings; a project that is rather 
likely to be voted. Much concern in Washington 
about the supply of rental units. 


SECONDARY MORTGAGE MARKETS: A recom- 


mendation that the H&HFA be given authority, un- 
der certain limitations, to buy mortgages from pri- 
vate leders. When these lenders have all their cash 
out and when construction stops from lack of fin- 
ance, then of course the marketing of paper with 
this agency would make more local lending funds 
available. Some Congressional opposition; but the 
proposal MAY be voted. 


OTHER PRESIDENTIAL PROPOSALS have little 


chance of enactment at this session. One is the 
building of 100,000 public housing units per year 
for tive years. There may be some offer to match 
funds with state or local governments; few of which 
have such funds. Federal guaranty of profit yields 
on large rental developments will not be voted. 
Neither will the extension of Federal research in 
building materials and methods. 








LOCAL BUILDING CODES: Congress will not leg- 


islate on that subject, this year. There'll be some ef- 
fort, like the McCarthy proposal, to persuade local 





governments to act voluntarily .. . No Federal loans 
authorized, at this session, for builders, to be used 
as working capital. . . Nothing about union labor 
featherbedding . . . No change in taxation laws as 


applied to co-operatives. 
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CALE 


COMPETITION: Current lumber orders are ai little 


below production at the moment; probably a sea- 
sonal decline, though there are stories of mill men 
who take a powder when the ‘phone rings. But to 
repeat, not much probability of declining prices, 
either of lumber or of completed houses for some 
time; although competition may at least check the 





price rises predicted at the turn of the year. 


WAGE-HOUR LAW: Administrators of this act 


continue their efforts to bring practically all em 
ployees of retail establishments under this act; des- 
pite the contrary intentions of Congress. The indus- 
try has been working for the clarification of the law 
in this regard and had made much preliminary 
progress. But it seems now that the matter can't be 
brought up at this session. 


VOLUNTARY RATIONING: Don't expect much 


help from this law, at present, in getting nails or soil 
pipe. Commerce Department says there seems no 
data worth a whoop in regard to the amount 
needed. Certainly there’s no information about the 
amount hoarded by speculators for gray-market 
operations. Why not sic the FBI on the hoarders? 
It seems that such hoarding, as of now, isn’t a crime. 


GRAY-MARKET STUFF: Part of this trouble is 


caused by manufacturers’ allocations of materials 
in short supply on the basis of pre-war distribution 
records. Heavy war-time population shifts brought 
large changes in housing needs; much larger on a 
percentage basis than the housing replacement 
needs of a constant population. But a good many 
manufacturers can‘t seem to see it. 


HOUSING LEGISLATION, if passed in the anti- 


cipated form, will support construction prices, will 
release more consumer demand. Some suppliers 
support the proposals for reasons not much talked 
about. A decline in the market before the end of 
the season would hook them with large inventories 
and might start bankers to asking for reduction of 
inventory loans. If prices have to decline, let it hap 
pen later; between seasons when inventories are 
low 














PRICE DECLINE? Well, not yet, probably not for 


some time. So long as demand keeps industrial 
production at high levels, and that’s been the story 
so far in ‘48, there isn't likely to be a large price 
sag. It's after slack demand results in industrial lay- 
offs that prices drop at the retail level. Uneasiness 
over this possible decline in demand is the real push 
behind housing legislation. 
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BERRYFLAT WALL — 
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THAT MEANS EXTRA PROFIT TO you! 
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and 
Here it is! The amazing wall finish with all the qT 
features your customers ask for. Covers wall- 
paper, paint and even new plaster in one coat. 
It brushes on easily, dries quickly. It’s really wash- 
able because Berryflat is made with OIL. Berryflat 
can build increased business . . . increased profits. 


Write for full information today. 


BERRY BROTHERS 


PAINTS e RNISHES « ENAMELS © LACQUERS 
Detroit 7, Michigan + Walkerville, Ontario 
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Weighing the correspondence pro and con to the 
series of editorials on How to Prevent Another De- 
pression—the majority seem to feel that human nature 
being what it is, not enough of us will act in such a 
manner as to prevent history repeating itself in terms 
of the peaks and valleys of boom and bust. 


However, human nature can be counted upon to 
act selfishly when self interest is made clear—so wise 
selfishness should be our goal. 


Certainly with rare exceptions no one profits by a 
bust—so the continued study of what is wisely selfish 
benefits most of us. 


When recession starts, we have heretofore always 
acted in a manner that inevitably widens the reces- 
sion and deepens the depression. 


Our first thought is customarily to batten down the 
hatches and ride out the storm. 


WE lower advertising appropriations, cut down on 
selling activities and lay off personnel. 


Each of these directly contributes to the rapidity 
and extent of the down turn. 


The banks, too, contribute to the debacle by cus- 
tomarily tightening up on credit at the very time 
their customers need it most. (Such banking is like 
“loaning an umbrella when the sun is shining—ask- 
ing it back when its raining and not even owning the 
umbrella.” ) 


Certain American companies have a record of pro- 


fit in depression and faster growth than their com- 
petitors. 


Buitpinc Propucts MERCHANDISER 


LET'S BE WISELY SELFISH! 








These companies consciously applied an operating 
formula which if generally applied would translate 
our economy of peaks and valleys to one of long, low 
ground swells. 


Here is the formula: When recession starts in- 
crease advertising, intensify sales efforts, lower prices 
on inventories to a point where they will move readily 
and renegotiate wage and salary scales on a basis of 
net profit on current selling prices. 


Wisely selfish workers will prefer curtailed income 
to none. . 


The beauty about this formula is that it will work 
for the individual company regardless of what others 
do. 


Why should not each business man be wisely selfish 
in his own interest and adopt this formula? 


Why not banker support with adequate credit to 
companies using this formula? 


It seems obvious that whether we have a serious or 
a mild depression, when recession starts will depend 
on the percentage of management which becomes 
wisely selfish in its own interest. 


EDITOR. 


Why There are Bigger than. Cr 


Profits i 


Look what has happened to your potential customers! 


Even pre-war surveys showed that two out of every three 
homes had one or more rooms with a ceiling in need of repair. 
Now, after seven years of material and labor shortages, the 
number of unsightly ceilings needing immediate repair has 
increased. 


Are you prepared to make these sales? 

Upson Kuver-Krak Panels are rolling to lumber dealers in 
ever-increasing quantities. You make a five way profit (1) on 
Upson Kuver-Krak Panels, (2) wood furring strips, (3) nails, 
(4) mouldings, and (5) paint. 

Get started now. Limited stocks of Kuver-Krak are now 
available. Your Upson jobber is ready to serve you. Call him 

or write us direct. 


; if UPSON 
PRODUCTS 


in UPSON CEILINGS 


1. The amazing Upson Floating Fastener provides for no 
structural movement of studs and joists—avoids face nail 


2. Inside corner detail with 3. Cornice detail 
Upson Shad-O-Line Moulding. Upson Shad-O-Line Moul 


Easily Identified By the Famous BLUE Center 





Laminated 


\ PANELS‘ ) iy THE UPSON COMPANY, Lockport, New Yor 


Pacemaker in Crackproof Panels for 35 years. 6 Ply Strong Bilt—for new construction * 5 
Kuver-Krak—for re-covering cracked plaster * 5 ply Dubl-Thik Fibre Tile—for baths and kitche 


4 ply Upson Panels—for general use 


¢ 3 ply Easy Curve Board—for displays and industrial us 
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NEON lighting makes the exterior of the Dascomb-Daniels store as attractive at night as in the daytime. 
Heavily traveled boulevard passes the front door. There is ample room for customer parking. 


Patut aud Wallsaper 


Selling Them as Companion Items 


In Kansas City, Dascomb-Daniels has established a name in 
these departments by a program of direct mail and newspaper 
advertising backed by attractive window and interior display. 


ALLPAPER AND PAINT, 
natural companion products, 
can be sold profitably as allied lines. 
That is the experience of Das- 
comb-Daniels Lumber company, 
Kansas City, which has developed 
these two lines to the extent that 
they comprise approximately 50 
percent of the store’s total busi- 
ness. 

The Dascomb-Daniels organiza- 
tion operates 12 yards in Missouri, 
Oklahoma and Kansas. One of its 
most modern stores, up-to-date in 
in a merchandising sense as well 
as physical plant, is under the man- 
agership of J. R. (Jim) Montgom- 
ery, a veteran of 35 years in the 
retail lumber business. J. Byron 
Loser is his assistant and C. V. 
Gilbreath, who has been in the 
Paint and wallpaper business since 
1903, has charge of that depart- 
ment at D-D. 

The Kansas City store carries a 
complete line of quality building 
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materials and complementary lines 
in its large store situated on a 
heavily traveled north-south boule- 
vard in the fastest growing resi- 
dential section of the city. 


EXTENSIVE WALLPAPER DISPLAY 


HOWEVER, the first thing that 
strikes the customer’s eye upon 
entering the store is the extensive 
wallpaper display, which lines al- 
most the entire right side of the 
store. Almost 400 patterns are on 
display; each oné, 15x15%% inches, 
covers the door of a wallpaper bin. 
Inside is a storage compartment 20 
inches deep and capable of holding 
60 rolls of paper. A sticker label 
on the dgor of each bin gives the 
bin number, the number of the 
paper and the price. 

Two private display booths are 
partitioned off from the traffic 
area; these are equipped with 
tables, easy chairs and smoking 


stands, enabling a group of three 


or four persons to look over pat- 
terns without being disturbed. 

In the storage room at the rear 
of the store are kept slow-moving 
papers, short lots and patterns 
which are being closed out. Special 
books of these papers are made up 
for the paper-hanger trade. The 
store is in a position to recommend 
a paper hanger to consumer custo- 
mers who have not arranged for 
hanging service. 

Since Mr. Gilbreath estimates 
that women buy 90 percent of the 
wallpaper, newspaper advertising 
is aimed toward the feminine 
reader. The regular outlet for the 
D-D store is advertising its wall- 
paper is a shopping column in the’ 
Sunday paper, which goes under 
the name of the Shop Scout. This 
column is widely read by women. 
Dascomb-Daniels is now using six 
or seven lines weekly under an an- 
nual contract. 

Facing the wallpaper department, 
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J. BYRON LOSER, assistant manager, surveys 
the new display of lock sets he made. 


WALLPAPER display, with a storage bin for each paper, runs almost the entire length of the 


J. R. MONTGOMERY, genial manager of the 
Troost avenue store of Dascomb-Daniels. 


store. Note the partitioned booths for private showings. 


ATTRACTIVE wall and counter display of carpenters’ tools are brilliantly lighted by fluorescent 
lights and spot lights. 
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C. V. GILBREATH, head of the paint and 
wallpaper department. 


on the opposite side of the store, 
is the big paint department, where 
the trade names of several of the 
nationally-known lines are seen. 
Down the center of the store is a 
complete display of companion 
items—brushes, sandpaper, putty, 
caulking compounds, wood stain, 
waxes, polishing oil and similar 
products. The store carries a line 
of roof coatings under its own 
label. 


Quality and service have been 
the two guideposts' of the company 
in promoting the sale of these 
items. In this respect the store 
inaugurated several interesting in- 
novations to encourage store traffic. 
For several years it has handled 
fishing tackle and hunting equip- 
ment—guns and ammunition—es- 
pecially for contractors and paint- 
ers who are ardent sportsmen. 


Window displays, which often 
feature paint or accessory item, are 
professional looking. Occasional 
use of manikins give the displays 
a touch not usually found outside 
major department store windows. 


DIRECT MAIL USED 


FROM experience Mr. Montgom- 
ery has learned that direct mail, 
properly prepared, can give ellec- 
tive results, ranging from a three 
to seven percent return. All direct 
mail is sent first-class even bovok- 
lets which cost six cents. A post- 
paid business reply card is invari- 
ably included with the letter to en- 
courage follow-up call. The names 


‘of 500 homeowners are now being 


selected from the new city directory 

for a mail campaign on paint. 
One of the earlier direct mail 

letters pointed out, first, that home- 
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owners associate the Dascomb- 
Daniels name with such basic build- 
ine materials as lumber and hard- 
ware, adding that the organization 
stood ready to help solve any con- 
sumer wallpaper and paint prob- 
lem. Following the first letter and 
during the next few weeks will be 
sent a series of manufacturer 
booklets designed to impress upon 
the homeowner the desirability of 
improving his premises by the use 
of paint. Each one of these book- 
lets, attractively illustrated, carries 
the imprint of Dascomb-Daniels. 

At appropriate times during the 
year, the company will advertise 
paint in a display ad in the Kansas 
City Star. This ad usually runs 
one column wide and six or seven 
inches deep. The advertising bud- 
get is 1% percent of gross sales. 

Six men are employed full time 
in the paint and wallpaper depart- 
ment. One of these men is in the 
field most of the time, since Das- 
comb-Daniels services the paint 
needs of 160 dealers within a 150- 
mile area. Paint orders within the 
city limits keep a light panel truck 
busy. 

As a customer service and help 
in selling kindred paint items, the 
store has floor sanders, waxers and 
edgers for rent. Sanders rent for 
$4 daily; edgers for $2 plus paper, 
and the waxer for $1.50 per day. 
The store also rents portable spray 
guns, 

OTHER FEATURE DISPLAYS 

WELL-displayed building mate- 
rials go beyond the paint and wall- 
paper departments. These include 
an extensive wall exhibit of car- 
penters’ tools and supplies. In ad- 
dition to the fluorescent lights over 
the displays, several of the items 
are indirectly spot lighted. Six 
glass show cases are used to dress 
up displays of miscellaneous prod- 
ucts. These exhibits are changed 
once a month. 

One of the newest displays de- 
signed to catch the eye of contrac- 
tors and carpenters is that of lock 
sets. Two display panels, each five 
shelves high, flank the entrance 
door. Together they present 74 dif- 
ferent lock sets for homes, bunga- 
lows, apartments and commercial 
buildings. Each of these sets, 
Mounted by Assistant Manager 
Loser, is set into a cream-colored 
Panel wihch gives the customer a 
£00 idea how the lock will lock 
When installed. The store maintains 
an liventory of approximately 3,500 
lock sets. Each of the mounted 
items is numbered and priced. The 
display includes only the well- 
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LOCK SETS, paints and kindred products are attractively displayed in a window setting to help 
sell one another. 


known names in builders’ hard- 
ware. 

Another new display forms a 
double purpose. Medicine cabinets 
are mounted at the top. Below are 
18 separate compartments for such 
items as dowel pins, thresholds, 
felt and metal door bottoms, etc. 

Saturday mornings, when the 
books often show as much business 
between 8 and 12 as any other full 
day of the week, as many as 14 
salesmen are serving customers at 


one time. The three cash and the 
three charge sales recording ma- 
chines are kept busy. 

A believer in modern advertising 
methods, Mr. Montgomery is con- 
vinced that many dealers are neg- 
lecting the possibility of exterior 
neon lighting. Dascomb-Daniels in- 
vested $1,000 in neon signs that 
carry not only the firm’s name but 
the leading dollar volume products 
sold by the store: paints, wallpaper 
and lumber. 
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Ten Ways 


To Cut Tax Expense 





Income tax is a big expnse. Keep checking it through the year as 
you do your other expenses; here are suggestions for keeping it low. 


NCOME TAX is now a high- 

bracket expense, yet, few dealers 
make any attempt to minimize the 
outlay except around filing time. A 
retailer who pares overhead expense 
to the bone in other ways, is often 
prone to overlook tax expense 
throughout the year, yet, he can 
keep this toll down with similar 
watchfulness. 

These suggestions will help keep 
down tax expense. 

1 The quarterly preview. Many 
tax payments and tax withholdings 
to the Collector are made quarterly, 
so this is a good time to preview 
the tax return too. If you let it go 
until the end of the year, or until 
around filing time, more than likely, 
you will omit something important. 
By previewing the return quarterly, 
you simplify year-end preparation 

and this is important—in many 
cases, if the recordings have been 
made and the transactions consum- 
mated, vou can’t get certain tax 
benefits that might be permitted, 
had you handled the transactions 
differently. The tax preview min- 
imizes this hazard. 

2 Be on time with recordings. 
Listing the figures on the tax re- 
turn and making the mathematical 
calculations are the minor chores 
in tax control. The transactions be- 
hind the figures, the method and 
time of recordings, are the impor- 
tant factors. These things must be 
tended to either at the time of the 
transaction or before the books are 
closed at year’s end. A bad debt, for 
example, must be written off the 
year it is ascertained worthless. 

Any items in inventory that are 
obsolete, unsalable or salable at re- 
duced prices, should be listed at cur- 
rent value or disposed of for what 
they are worth. If you carry these 
items from period to period or year 
to year at original cost, it inflates 
the profit and increases the tax. If 
you do not take all the depreciation 
due you within the taxable year, 
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you can’t add the shortage to the 
next year. 

If you have any depreciable as- 
sets on hand that you have no 
further use for and their disposi- 
tion will give you a tax benefit, 
dispose of them as soon as possible. 
When the tax is high, such savings 
are substantial. If you keep these 
assets until taxes are lower, then 
dispose of them, your tax benefits 
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will be less. In general, the expenses 
and liabilities of one year cannot 
be used to reduce the income of a 
subsequent year, so see that all 
such outlay is recorded during the 
taxable year. The best way to do 
this is to consider tax control as 
part of cost control and watch it 
carefully throughout the year. 

3 Consider the tax as part of the 
business transaction. In some cases, 
the way you make a deal affects the 
tax you pay. For example, if you 
make repairs and improvements at 
the same time, and the contract is 
let as one job, the repairs are not 
deductible, so make your repairs at 
one time, improvements at another 
time, or get separate bills for each 
class of work so that there is no 
question of your right to the deduc- 
tion. 

When you trade in old equipment 
for new, the way the deal is made 
can affect the tax. If you are of- 
fered a trade-in allowance of $800 
for fixtures, a truck, or some other 
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depreciable asset, and the books 
show that it is worth $1,500, you 
can’t get credit for the $700 loss 
unless you sell the asset, show the 
loss on the books, and make a 
straight deal for the new equip- 
ment. If an asset is valued at $1,000 
on the books, if you are offered 
$1,500 as a trade-in value, the $500 
excess is not taxed, so a_ trade-in 
transaction is wise. 

4 Carry-over or carry-back 
losses. Under the present law, you 
can carrry back or carry over 
losses for two years but inasmuch 
as many businessmen have only 
gains to show since 1940 or there- 
abouts, they have had no reason to 
use these economy regulations, and 
in the interim, may have forgotten 
them. This is to refresh your mem- 
ory. If you have a loss-vear, you 
can carry back or carry forward 
the loss, deducting from prior or 
from subsequent profits and get a 
tax benefit that way. 

In 1948, Congress may revise this 
regulation. If business drops off, 
too many taxpayers may carry back 
losses totaling a sizable sum and 
the government is taking cognizance 
of this possibility. The Special Tax 
Study Committee working on sug- 
gested simplification or revision of 
the income tax laws has recom- 
mended that operating losses be 
‘arried forward seven years and 
the carrry-back eliminated. 

5 Auxiliary records. Accurate 
double-entry books are essential to 
tax control but you need something 
more. The inventory valuation is 
an important listing on the ‘ax 
return so use inventory forms to 
tabulate the count, the unit cost «nd 
numerical total for each item. Cost 
or market, whichever is lower, :!s0 
the retail inventory method, are in 
wide use in retail stores. 

The Lifo method, an elective s\s- 
tem, had not been permitted tax- 
payers using the retail inventory 
method until the commissioner of 
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internal revenue announced in De- 
cember just passed that under cer- 
tain circumstances, such merchants 
could now use Lifo, otherwise the 
last-in first-out valuation. Those 
interested in using this method 
should contact the tax office in 
their vicinity or discuss the matter 








— 
with a qualified tax practitioner or 
the store accountant. 

Depreciation schedules on build- 
ings, furniture, fixtures, merchan- 
dising equipment and trucks, are 
good insurance against penalties 
and cuts in your deductions for this 
expense. The Treasury is inclined to 
pass deductions if the taxpayer has 
detailed experience figures to back 
him up. The depreciation schedule 
may be recorded on a filing card or 
looseleaf sheet for each unit de- 
preciated: on it are listed the life- 
span, original cost, rates, detail of 
depreciation taken to date, salvage 
value, improvements, repairs, the 
method of depreciation used to ar- 
rive at the rate, appraised value 
if an appraisal has been made, 
date of appraisal, and any other in- 
formation of importance. 

6 Keep a tax file. Put everything 
in this file pertaining to tax, re- 
turns, receipts for tax paid or can- 


celled checks, withholding — slips, 
tax notices, etc. You never know 
When you may need these docu- 


ments and too often they are scat- 
tered all over the office. Keep clip- 
pings pertaining to tax in this file, 
particularly the decisions of the 
tax board and courts, which may 
have a bearing on your annual tax 
return. This information may save 
you money. 

i Know your spendable profit. 
This is the net profit after the tax 
is deducted. That’s all you can bank 
so base your business calculations 
on it. Too many merchants think in 
terms of net profit today and there’s 
a big difference between that and 
the spendable profit. Computing op- 
erating ratios on the net profit and 
disregarding the spendable profit 
may lead to erroneous conclusions. 
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Blackboard Advertising 


HIS IS ONE of the 25 special 

blackboard advertising signs 
used by the Glen R. Newton Lum- 
ber company, Nevada, Iowa. 

These signs, which provide black- 
board space for the farmer to ad- 
vertise anything he sees fit, are set 
up by a Lincoln, Nebr. advertising 
concern, which also maintains them. 

The advertising company ar- 
ranges the locations—subject to 
the approval of Mr. Newton—and 
also pays the farmer rental for the 
privilege of setting up the sign on 
his property. 

This advertising media costs the 
Glen R. Newton Lumber company 
a total of $120 per year for the en- 
tire group of 25 signs. Results over 
a 10-year period have convinced the 
Iowa concern that this advertising 
investment is a good one. 


GLEN R 


INEWTON 


‘LUMBER 
Ele COAL 


§SicuRD DURBY 








When analyzing business figures 
monthly, pro-rate the tax monthly 
and enter it is the books as an ac- 
crued liability because it belongs 
to the government, otherwise, your 
net worth will be inflated. 

8 When the income tax was first 
passed, it was fairly clear, but 
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amendments have created difficul- 
ties that are insoluble. These 
amendments have been added in 
large part to cope with tax avoid- 
ance, Taxpayers would find the loop- 
holes in the law, crawl through 
them legally and reduce their tax 
payments, then after a time, the 
legislators would find this out from 
the Treasury and plug up the leaks 
with amendments. 

This game of tag continued for 
years until the law now is largely 
patchwork, and, in some cases, in- 
consistent, which has created bor- 
derline cases whereby a taxpayer 
can take more than one interpreta- 






tion of the law. If you can inter- 
pret a transaction in two different 
ways with legal sanction, use the 
interpretation in your favor. There 
is no stigma on the taxpayer who 
follows regulations, yet, tries to 
keep his tax down to minimum. 

9 You may deduct non-business 
expenses paid or incurred during 
the year for the production or col- 
lection of income, or for the man- 
agement or maintenance of property 
held for the production of income. 
Depreciation on income-producing 
property, whether used in business 
or not, is deductible, in fact, any 
charge incurred in connection with 
the earning of taxable income may 
be deducted. Up to 1942, you could 
not take deductions for non-business 
expenses, but if you had an income 
from this source, you were taxed. 

10 Simplification is being studied 
and recommendations have been 
made by the Special Tax Study com- 
mittee and we may get a simplified 
tax law in 1948. If so, the taxpayer 
may benefit even though the rates 
are not reduced. When the tax law 
is simplified, get a copy of it from 
the tax office and read it carefully 
to see where it can apply to your 
business. Anything you do not un- 
derstand, take up with someone in 
the tax office or ask a qualified ac- 
countant because simplification may 
offer worthwhile opportunities for 
a tax cut. 


69 





Making Repairs 





Supervision of 
Package Construction 





and Improvements with Masonry 


What the dealer should know about fixing cracked ceilings, building 
an arched opening, eliminating seepage through basement walls, 
installing a new fireplace, altering the exterior finish of a house. 


N OUR LAST aarticle we out- 

outlined factors to be observed 
from a supervisory viewpoint on 
all types of masonry and listed 22 
watch out pointers. 

In this article we will describe 
the masonry items applicable to ex- 
isting ‘structures, emphasizing pre- 
cautions that must be taken to in- 
sure customer satisfaction. 

While repairs and structural im- 
provements involving masonry con- 
struction do not, because of their 
inevitable variances, lend them- 
selves to a package price estimate, 
they do require attention and are 
entitled to descriptive instruction 
in order that the dealer can give 
the prospect sound advice on both 
good construction and the expense 
involved. 

There are a number of major re- 
pair and remodeling items that re- 
peatedly occur in the case of old 
houses. These include: 

1. Plaster cracks in ceilings and 

walls. 

2. Basement floor, uneven and 

badly cracked. 

3. Basement walls are damp and 

leak. 

4. Fireplace or furnace flue does 

not draw properly. 

5. Basement window areaways 
are breaking down. 

6. Basement walls and ceilings 

require new finish for recrea- 

tion space. 

Chimney needs pointing up or 

rebuilding above roof line. 

8. Cellar windows are _ inade- 
quate or placed in wrong lo- 
cation. 

9. Mantel hearth has settled. 
10. Concrete or brick steps are 
showing signs of failure. 

11. Customer wants to install 
new fireplace. 

12. Customer wants to combine 
living and dining room by in- 
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BECAUSE of its concentrated weight, a new fireplace put in an existing house requires adequate 
basement support. 


stalling arched opening. 

13. Customer wants a concrete 
floor to replace present porch 
floor. 

14. Customer wants to alter ex- 
terior finish of masonry, stuc- 
co, brick, stone, ete. 

15. Customer wants to replace 
present exterior with mason- 
ry treatment. 

In addition to these 15 items, 
there are many others. Because of 
space limitations, we cannot cover 
all possible items, but will set a 
pattern for all by discussing the 
following: 

PLASTER CRACKS IN CEILINGS 

PLASTER cracks are usually 
caused by settlement, shrinkage, 
leaks, low grade plaster, and failing 
plaster base. 

There are several remedies af- 
fording temporary relief. The best 
way is to remove loose plaster; 
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widen all cracks by cutting through 
the plaster coat to the base; bevel 
the cut edges and key the repair 
plaster to the base. Use plaster of 
paris and sand in equal parts. Re- 
move the excess and smooth the 
surface with neat plaster. 

When done in this manner. the 
wall or ceiling surface may be 
sanded, sized and new paper or 
paint applied. However, the result, 
while pleasing and_ inexpensive, 
will not last long unless painter's 
cloth is applied. This serves iis 4 
bond. 

The positive remedies are t« re- 
move present plaster and apply 
metal lath over the existing plaster 
base and re-plaster, or apply dry 
wall sheet materials, either plain 
or decorative, over the plaster sur- 
face. 

Complications develop with these 
last two remedies when it is 1ec- 
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essary to adjust wall base, window 
and door trim to suit the new con- 
ditions, 


CRACKED BASEMENT FLOOR 


i1F THE basement floor is only 
eracked but does not leak, it can 
be repaired by cleaning it thor- 
oughly, applying a coat of asphaltic 
primer and a top coat of 1-2 cement 
mortar combined with an asphalt 
emulsion. This top coat will even 
the surface and fill all the cracks. 
An average one-inch thickness is 
advised. 

The alternative, particularly 
where damp or wet cellars are con- 
cerned, is to remove present con- 
crete and replace with integrally 
waterproofed concrete with rein- 
forcement and membrane if hydro- 
static pressure exists. 


DAMP BASEMENT WALLS 


INTERIOR treatment consists 
of cleaning the walls thoroughly, 
remove any paint, plaster, or white 
wash; plug leaks with an approved 
caulking compound, apply a !5-inch 
coat of integrally waterproofed ce- 
ment plaster. 

Exterior treatment consists of 
excavating a continuous’ trench 
around basement to bottom § of 
foundation footing; install drain 
tile pitched to lowest corner, cover 
with broken stone. When wall sur- 
face is dry, clean and coat with 
waterproofed cement plaster. When 
plaster is dry, apply coat of asphalt 
or hot pitch and complete back fill. 


FIREPLACE OR FURNACE FLUE 


IF THE furnace flue is causing 
trouble, it should be checked for 
three points: 


1. Does the flue need cleaning? 


») 


2. Does the furnace smoke pipe 
extend too far into the flue? 
(It should be flush with the 
inner side of the flue lining.) 


Is the furnace pipe properly 
pitched, clean, tight and ce- 
mented into the thimble so 
that no air leak exists at that 
point ? 


lf the fireplace is giving trouble, 
check to see if damper operates 
properly. If so, determine size of 
flue and find square inch of fire- 
plac opening. The accepted min- 
Imuin ratio of square inch of flue 
to fireplace opening is one to 10. 
For example, a 30x30 inch opening 
equais 900 square inches and will 
require an 8x12 inch flue. If the 
ratlo is out of line, it may be ad- 
visable to install a new fireplace 
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damage. 


enter into the mix. 


ney construction. 


adults. 


been removed. 


16. Brace scaffolds firmly. 


are in place. 





FOR GOOD MASONRY CONSTRUCTION 


Use materials sold under recognized approved trade marks. 
Properly store materials to prevent spoilage. 
Follow manufacturer's directions carefully. 


. Have adequate material supplies on hand to avoid "stretching to 
make it do’ or the use of culls. 


5. Protect materials and construction when leaving work to prevent 
damage and staining from rain and snow. 


6. Close all door and window openings to prevent interior storm 


7. Remove the water key to prevent mischievous flooding. 

8. Remove and lock up hose for the same reason. 

9. Avoid the use of cement which has "lumped" due to dampness. 
0. Avoid "scraping ground" for gravel or sand where loam or clay can 


11. Leave dome dampers open to allow removal of debris during chim- 


12. Place caution signs and flares over open trenches. 
13. Post non-trespass signs to prevent accidents to curious children and 


14. Cover all openings in roof, walls, or where windows or doors have 


15. Anchor supporting braces securely. 


17. Protect lawns, shrubs and trees. 

18. See that all fires are banked. Guard against fire hazards in furnaces. 
19. See that any outside rubbish burners are out. 

20. Safely store all perishable materials or those subject to pilferage. 
21. See that protective coverings for stairs, floors, carpets, fixtures, etc., 


22. Lock all toilet facilities except one. Keep the one in use clean! 
23. Concentrate all rubbish at one point and haul it away frequently. 








heat-saving unit of the size to cor- 
respond with the existing flue. 

Finally, in either fireplace or 
furnace flues, check the height of 
the chimney. It should extend at 
least two feet above the highest 
point on the roof. If it does not, 
then it is advisable to extend it 
either by matching masonry or 
the installation of ornamental 
chimney pots which can raise the 
flue height as much as 10 inches. 

BASEMENT WINDOW AREAWAYS 

BASEMENT window areaways 
break down usually as a result of 
frost heaving the walls. The easiest 
remedy is to remove the masonry 
and install one of the semi-circular 
metal areaway surrounds. 

Fairly adequate drainage can be 
attained by excavating approx- 
imately 30 inches below window 
sill and filling space with loose 
gravel. The metal surround will 
last indefinitely. 


BASEMENT RECREATION SPACE 


WHEN basement walls and ceil- 
ings require new finish for recrea- 


tion space, usually the simplest pro- 
cedure is to apply furring to the 
ceiling and 2x4’s 16 inches on cen- 
ters against the exterior walls. Con- 
struct the required partitions and 
openings in the same manner. 

These surfaces can be econom- 
ically finished by nailing decorative 
ceiling panels of wood paneling, 
plywood, gypsum board, or insulat- 
ing board to furring strips. If, 
however, the entire basement re- 
quires finish treatment, then a plas- 
ter application, which may be tex- 
ture finished, may be even more 
economical. 


POINTING UP CHIMNEY 


A GOOD job of pointing up the 
chimney requires taking down and 
re-building the chimney from the 
roof line for the chimney is usually 
out of plumb. Just pointing up the 
joints is, at best, a temporary 
makeshift. The principal expense is 
the building of scaffold, which is 
constant whether a good job or an 
indifferent one is done. 

In performing this work, the 
precautions to observe are: Re- 
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move old flashing and replace with 
copper. Use only brick which are 
hard burned and whole. Clean and 
wet brick before re-laying. Use 
waterproofed mortar. Install new 
flue lining if any is broken. Grout 
each course solidly. Use a round 
jointer. Be certain that all cross 
joints are filled. Dispense with any 
previous ornamental projections. 
Permit smooth edges of flue lining 
to extend uniformly approximately 
three inches above finish of brick 
work or cement cap and bevel ce- 
ment around flue lining to edge 
of chimney to serve as drip edge. 
Make certain that top of flue ex- 
tends at least two feet above high- 
est point on roof. Install stay brace 
or rod with suitable anchor. If 
chimney exceeds four feet in 
height, apply cement base paint in 
color to meet owner’s taste before 
removing scaffold. Check cleanout, 
ash pit, and dome damper and re- 
move any debris which may have 
fallen into flues during rebuilding 
process. 


INADEQUATE CELLAR WINDOWS 

WHERE eellar windows are in- 
adequate or in wrong location, 
larger frames and the replacement 
of one type of sash with another 
will increase the glass area. 

New openings for light only can 
be developed by the use of glass 
brick. This practice is adaptable to 
laundries, recreation rooms and 
work shops where adequate ven- 
tilating sash exist. 

Because glass brick are non-load 
bearing, new openings must be 
reinforced with proper size chan- 
nels, angles or tee bars, whichever 
the code prescribes. 


SETTLED MANTEL HEARTH 

WHEN the mantel hearth has 
settled, remove existing hearth sur- 
face to a depth of at least two 
inches, clean thoroughly, grout 
with neat cement mixture, install 
14 or 16 gauge metal mesh, embed 
in 1-3 cement mortar, refinish 
hearth surface with tile, stone or 
brick. Current trend is to install 
thicker hearth strip to facilitate 
cleaning and also to permanently 
cover the joint between the hearth 
and finished floor. 


FAILING CONCRETE STEPS 

CONCRETE or brick steps 
which show signs of failure are 
usually caused by inadequate foot- 
ings and loose earth fill-in. Unless 
failure is minor and can be rem- 
edied by cutting out a few joints, 
the surest method is to remove and 
replace entire steps—being sure to 
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install reinforcing rods in concrete 
over well-tamped fill. 


INSTALLING NEW FIREPLACE 


WHEN a customer wants to in- 
stall a new fireplace, this can only 
be done on an existing chimney if 
the flue size is adequate (at least 
8x12 inches). Otherwise a fire- 
place mantel may be installed and 
either a gas or electric log or heat- 
ing fixture can be used. 

Because of the concentrated 
weight, adequate basement sup- 
ports should be installed below the 
hearth. Openings cut into the 
chimney require the installation of 
angle irons to carry the load. Dome 
dampers or heat-saving forms are 
not load bearing. 

A new chimney can be built 
against the outside wall of the 
house. If it is suitably tied with 
wall ties, properly caulked where 
chimney abuts on existing wall and 
carefully flashed where it passes 
through eave or cornice, it will re- 
sult in a satisfactory installation. 

Because the width of the base is 
approximately six feet, two 12x12 
inch flues can be installed at only 
slight extra expense. The customer, 
if he desires, can incorporate an 
outdoor fireplace as well to serve 
as the center of a porch or terrace 
for barbecues, etc. This can be done 
whether the porch already exists or 
whether a new one is made part of 
the improvement. 

The cost of excavation, brick or 
stone work and scaffolding are the 
same up to the first floor ceiling 
line. The only added costs are the 
flue lining and fireplace fixtures 
for the added unit. 


INSTALLING ARCHED OPENING 


WHEN a customer wants to com- 
bine the living and dining room by 
installing an arched opening, this 
can easily become a major opera- 
tion because of the numerous con- 


‘cealed obstacles. For example, the 


wall to be cut may be a load-bear- 
ing partition, in which case either 
heavy girders or steel beams may 
be required to carry the load. Like- 
wise, adequate supports for the 
girder will require footings in the 
basement and column supports ex- 
tending to the girder. Then, too 
the partition to be removed may 
conceal wiring, pipes or ducts re- 
quiring removal and re-connection 
by specialists. 

Because the finished flooring may 
not carry through, and it seldom 
does, provisions to match-patch 
and level the two joining floors will 
have te be considered. Considerable 


plaster will be broken and require 
replacement, and of course, the 
complete redecoration of both 
rooms will be necessary. In view 
of these handicaps, no dealer or 
contractor should quote a contract 
price. 

Such work must be done on a 
cost-plus basis in order to provide 
for contingencies. Generally, these 
same precautions apply to the 
change in location of doors or win- 
dows. 

CONCRETE PORCH FLOOR 

IF a customer wants a concrete 
foor to replace some other type of 
porch floor, this requires temporary 
bracing supports for existing porch 
roof and the removal of present 
porch floor, joists etc. If only piers 
support the floor, they must be re- 
placed by a retaining wall complete 
with footings, which extend below 
the frost line. The enclosed hollow 
space must be filled, tamped and 
leveled to allow at least a three-inch 
thick reinforced slab to be _ in- 
stalled. Such a slab can be finished 
either by troweling or setting 
random stone or tile. In all prob- 
ability, new porch columns and 
rails will be required. 


ALTER EXTERIOR FINISH 


SOME customers want to alter 
exterior finishes of masonry walls, 
stucco, brick, stone, etc. Stucco, if 
unpainted, can be repaired and re- 
finished by first repainting any 
cracks and caulking around frames, 
cornice, etc., then washing the sur- 
face with a 1-10 muriatic acid solu- 
tion to remove grime and to neut- 
ralize surface. This should be well 
rinsed. When dry, a fresh coat of 
stucco, tinted to suit, can be ap- 
plied over the entire surface. Wa- 
terproofing mixed with this coat is 
recommended. 

If stucco has been painted, the 
only remedy is to repaint it with 
the same type of paint. The re- 
maining precautions, such as caulk- 
ing and filling cracks, apply. 

Brick work, if unpainted, can 
be cleaned with an _ acid 
after pointing open joints and 
cracks and caulking about frames, 
sills and lintels has been accomp- 
lished. If cleaning does not suffice, 
the modern cement-base  water- 
thinned paints in various colors 
give a most satisfying result. Ce- 
ment stucco can also be applied on 
unpainted brick work satisfactor- 
ily. 

In this type of face lifting, ihe 
exterior appearance can be greatly 
improved by replacing 

(Continued on Page 94) 
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A Great and Good Man Has Gone 


HE RETAIL LUMBER industry was shocked and 

deeply saddened by the news of the sudden and 
untimely death by heart failure of Lamar Forrest at 
Gallup, New Mexico, on Saturday, February 28th. 

The industry mourns a great leader who will be 
sorely missed in its councils for many years to come. 

Because of his passionate loyalty to the retail lum- 
ber business and love of 
the people in it, his crusad- 
ing spirit, his untiring de- 
votion to the industry, his 
strong convictions and 
moral courage, he.was a 
force in industry affairs 
and probably the best 
known dealer in America. 

He literally numbered 
his friends in the industry 
by the thousands. These 
friends will miss the man 
Lamar as well as the leader 
Mr. Forrest. 

Lamar was a kindly man 

a true Texas gentleman. 
He was never known to say 
an unkind thing about an 
individual. In spite of 
strong feelings on national, 
community and industrial 
issues, When he condemned 
he did so gently with that 
patience and tolerance born 
of a deep human under- 
standing. 

He was a practical ideal- 
ist having great vision 
without being visionary. 
His friends respected his 
high sense of honor and 
fine character. a 

A free enterpriser and an American to the core, 
his friends found him unwilling to compromise prin- 
ciple and right. We drew strength from his enthu- 
siastie convictions. 

He was constantly on call for service to community, 
state and nation. Many a night plane ride was his, 

ying to give his utmost in the interest of his fellow 
industrialists and fellow citizens. 

Lamar Forrest was a Steward of the Methodist 
church, and a practicing Christian who carried his 

ligious principles to economic and civic life. A 
man of strong family ties, he carried the same feel- 
ing into his business with the resulting affection and 
respect of all who worked with him. 

The halls of legislation knew him as a high minded 
and well informed witness. 

He was most charitable in every respect, giving 
linstintingly .of his money and time to various worthy 











causes. He had recently set up a charitable founda- 
tion to which a definite portion of his income was 
allocated. m3 

Texas has lost an honored son, the industry a loved 
leader, and the nation a great citizen. 

His generation will hold his memory green. 

Lamar Forrest was born in Madison County, Texas, 
November 23, 1892, a son 
of Mr. and Mrs. S. S. For- 
rest Sr. of Lubbock; gradu- 
ated from Seth Ward col- 
lege in 1911; went to work 
for Sears Roebuck in Dal- 
las in 1912; was married to 
Miss Myrtle Robertson, 
daughter of a pioneer 
Texas family in 1916; had 
two sons, S. S. Forrest Jr. 
of Lubbock, and Edwin 
Forrest of Slaton, Texas, 
and one daughter, Mrs. 
Mary Jo Copenhaver of 
Lubbock, all of whom sur- 
vive him except his mother. 


He started a hardware 
store for himself in 1919 
and branched out into the 
lumber business in 1923 in 
partnership with his 
father. 


The business has con- 
tinuously expanded since 
that time (see AMERICAN 
LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER 
story of Master Merchant 
Lamar Forrest, May 24, 
1947 issue) and is now one 
of the outstanding retail 
operations in the country. 

In spite of the ever increasing demands of a grow- 
ing business, Lamar worked up through the “chairs” 
in lumber dealer association work to the Presidency 
of the Texas Associaton, and inevitably to the Presi- 
dency of the National Retail Lumber Dealers associa- 
tion, in which capacity he served for two years. 

He was on a routine business trip to Gallup, New 
Mexico with his son, S. S. Forrest Jr., when he 
passed away. 

The photograph on this page was a personal gift 
to the writer. It shows Mr. Forrest astride one of 
his favorite Palomino horses, seated in the silver 
embossed saddle given him by the industry at the 
close of his Presidency of the National Retail Lum- 
ber Dealers association. 


It should be of some small comfort to his family 
that an entire industry mourns with them the pass- 
ing of Lamar Forrest. 



























































































































































































































































































































































































































































Former NRLDA President 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fee- 
‘tured in the series, but @ sufficiently large number of 
them meet the exacting requirements so that it will tebe 
many months to cover them all. 














Cuts the Cloth to Fit the Pattern 


Master Merchant Al Hager, Lansing, Mich., places the accent on lumber to build a 
$750,000 one-yard operation. Concentrates selling effort on a selected few items. 


LUMBERMAN’S _ lumberman 
is an accurate description of 
Alton J. Hager, president of Hager 
and Cove Lumber company of 
Lansing, Michigan. 

While many dealers have chosen 
to expand their merchandising pro- 
grams to embrace all types of prod- 
ucts used in the building and func- 
tioning of the home, Al Hager has 
preferred to concentrate the efforts 
of his organization on the supply- 
ing of building materials. He has 
based his guiding philosophy on 
two points: 

1. The dealer who sells high-qual- 
ity materials draws the better con- 
tractors and the more satisfied 
home owners to his door. 

2. The dealer who sells low qual- 
ity materials draws the chiseling 
contractor and grief. 

For doing his job well, throwing 
all of his energy behind what he 
considers right and never losing 
sight of his goal, Al Hager quali- 





fies as a Master Merchant of the 
Light Construction Industry. 

While Hager and Cove’s gross 
sales at its Lansing yard passed the 
$750,000 mark this past year, not 
all of Master Merchant Hager’s 
work has been confined to his or- 
ganization. 

As president in 1930 and 1932, 
he led the National Retail Lumber 
Dealers association through several 
of the toughest and most trying de- 
pression years. Before that in 1925 
he headed Hoo Hoo as Grand Snark 
and both he and Norman B. Cove, 
secretary-treasurer of the company, 
are past presidents of the Michigan 
Retail Lumber Dealers association. 

Today after 40 years in the in- 
dustry and at a time when most 
men choose to retire, Al Hager still 
guides the reins of his company 
and is as actively interested in the 
future of the retail lumber indus- 
try as when he headed NRLDA and 
Hoo Hoo. 


Unlike some yards, lumber ac- 
counts for about 50 percent of 
Hager and Cove’s volume. Mill- 
work, both stock and custom-made, 
is roughly 25 percent and wallboard 
products and molding 20 percent. 
Roofing materials and sales made 
by a small wholesale department 
contribute approximately 5 percent. 

Paint and a few counter items 
are carried in the store as a con- 
venience to the customer. As far 
as expansion into other building 
products is concerned, the company 
has followed a “live and let live” 
course that is tailored to meet |o- 
cal conditions. 

“We could carry hard materials, 
for example, but then we would be 
fighting every hard material dealer 
in town. Instead, we refer our cus- 
tomers to several good firms han- 
dling such materials and they in 
turn refer customers to us who 
need the merchandise we carry. In 
this way, we believe that we have 


HAROLD H. HAGER, vice president and assistant manager of the Hager and Cove Lumber company, left, 


and Norman B. Cove, secretary-treasurer, right. 
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in the long run built a greater vol- 
ume and more good will than if we 
had placed hard material and simi- 
lar specialized building products 
merchants in competition with us,” 
Hager explains. 


DEPARTMENT GREW INTO A COMPANY 


HEATING and refrigerating is 
one place where the company has 
broken away from the above policy. 
In 1940 Ernest C. Fox, a young 
mechanical engineer interested 
Hager and Cove in organizing a 
heating and refrigerating depart- 
ment under the direction of Fox. 
Sheet metal working facilities are 
located in the same structure that 
houses the lumber company’s mill- 
work plant. 


Specializing largely in the design 
and installation of large industrial 
refrigerating systems, this depart- 
ment proved so successful that it 
was organized as a separate com- 
pany this past year. The Hager 
and Fox Heating and Refrigerating 
company is headed by A. J. Hager 
as president and Fox as vice-presi- 
dent. Its gross sales were above 
$250,000 in 1947. 

The residential contractor has 
and continues to be Hager and 
Cove’s best customer. The _ indi- 
vidual home owner is next. Hager 
and Cove feel strongly that it is up 
to the lumber dealer to keep con- 
tractors from over expanding and 
to keep prospective home owners 
from getting in over their heads. 

“As the lumber dealer must carry 
an inventory that will accommodate 
the contractor, we believe that both 
the dealer and the contractor will 
hold the bag in today’s market if 
prices go down. Therefore, we are 








STORE and office facilities, housed in a former residence, will be modernized later this year. 


urging our contractors to plan 
smaller projects rather than to 
have them over-extend. both them- 
selves and us,” Hager points out. 
“Tt is our experience that we earn 
a lasting confidence when we urge 
the customer to be conservative.” 

In this respect, Al Hager feels 
that many dealers today are too 
optimistic about the year ahead. He 
does not expect 1948 to be as good 
as 1947. 

LOOKING AHEAD 

“THERE is only one way prices 
can go—down! Today’s dealer finds 
that his receivables are twice as 
high because his material costs 
have doubled. The dealer must be 
careful about opening new accounts 
and he must make an effort to speed 
collections,” he adds. 

Dealers and manufacturers to- 
day are too far apart, in his opini- 
ion. “If we are to continue as an 
industry, it is up to the two parties 
to re-examine the basis for their 


existence—service to the public,” 
Hager emphasizes. 

Dealers themselves are not vocal 
enough. If they were, odd-length 
lumber, for example, would not 
have made its appearance. The 
production of odd lengths is a blow 
to the Industry-Engineered House 
program which relies on modular 
coordination, he states. Such 
straight-from-the-shoulder talk as 
this, plus years of experience bear- 
ing out the soundness of past ad- 
vice, are reasons why fellow Michi- 
gan dealers sit up and listen when 
Al Hager speaks his opinion on a 
subject. 


The head of Hager and Cove got 
his start in the lumber business 
just out of high school as a book- 
keeper and utility man. Later he 
served as a commission lumber 
salesman and when he was 26 years 
old he organized the Hager Lumber 
and Coal company of Bellvue, Mich- 
igan. In 1915 he established the 





HAGER and Fox Heating and Refrigerating company’s sheet metal working equipment, left, is housed 
with Hager and Cove’s millworking facilities, right. 
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Hager Lumber company at Lansing 
and it was enlarged in 1926 to 
Hager and Cove. 

While the war interrupted re- 
modeling of the firm’s office and 
store building, the extensive Hager 
and Cove yard layout at Lansing is 
well planned for a permanent func- 
tion operation. Three thousand 
feet of railroad tracks allows cars 
é in most cases to be switched direct- 

re saath: f 4 iB ! Ls ly to the three open lumber sheds, 
‘ Wh nthe iapceupnetennennemcnn inser =e oa oN we BIN the two headed millwork storage 
ae : “ + a ; buildings, the wallboard storage 
and the roofing storage. The com- 
pany manufactures approximately 
half of the millwork it sells. 
BILLBOARDS like these have helped draw the prospective home buyer to Hager and Cove In addition to the guiding sales 
headquarters. philosophy previously mentioned, 
the company recognizes in its mer- 
chandising program that “‘the shop- 
per stays with you only as long as 
the price is right.” For that rea- 
son, most of the company’s news- 
paper advertising is of an institu- 
tional nature, stressing Hager and 
Cove as a good place to do business 
when you want to buy quality prod- 
ucts. Prior to the war, a five-min- 
ute daily radio program was spon- 
* sored by the firm and is planned for 
use again toward the end of this 
year. 

Both radio and newspaper adver- 
tising copy are prepared by Harold 
Hager, son of the president. A Uni- 
versity of Michigan graduate and a 
war veteran, the younger Hager is 
vice-president of the firm. Like his 
father, he takes a keen interest in 
the retail lumber industry and re- 
cently accepted the chairmanship of 
a committee given the responsibil- 
OVER 3,000 feet of railroad spur trackage simplifies materials handling at the company’s ity of organizing 3 four-year retail 
Lansing yard, allowing railroad cars to be shuttled to the proper shed or warehouse fo. lumber merchandising course at 

unloading. Michigan State College. 
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ROBERT W. SCHUMACHER, left, assistant secretary-treasurer of the firm, writes up a customer's order. 
Eight trucks, right, speed company deliveries. 
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CLINIC on the VA and the GI Loan covered leading aspects of GI financing ranging from com- 
pliance inspection requirements to the new appraisal fee system. The three participants in the 
picture are Asa Groves, chief, appraisal division, loan guaranty service, Veterans Administra- 
tion, his assistant, Paul Hathaway, and T. B. King, director of the loan guaranty service of VA. 


National Association of Home 
Builders, meeting in Chicago, 
plan to promote program of 
minimum houses to serve low- 
income group. 


Financing and Low-Cost Construction 
Remain Builders’ Major Problems 





PARTICIPATING in the panel conference on markets were, left to right, Miles Colean, economist, 
Washington, D. C.; James C. Downs, president, Real Estate Research corporation; Douglas 
Whitlock, chairman, Building Products institute. 


H OW TO SOLVE the problems 
of home mortgage financing 
and how to construct low-cost mini- 
mum homes to reach the great mass 
of potential home owners were two 
main issues considered by panels of 
experts at the annual National As- 
sociation of Home Builders conven- 
tion and exposition in Chicago, 
Feb. 22-26. 

In a formal statement of policy, 
the association promised to lend 
every encouragement to stimulat- 
ing low-income family housing by 
(1) wording to modernize local 
codes to permit low-cost materials 
and labor saving methods; (2) by 


78 


adequate financing on a long-term 
basis; (3) by co-operating with the 
Federal Housing administration 
and (4) by assembly and dissemi- 
nation of accurate information. 


PLANS FOR MINIMUM HOME 

THE association’s program, out- 
lined by Edward R. Carr, president, 
at a press conference, would cut 
several hundred dollars from home 
construction costs by the erection 
of minimum houses. The _ basic 
unit for such homes might be only 
three rooms with provision for ex- 
pansion. Such a house would elim- 
inate expenses for such items as 
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closet doors, fancy kitchen cabinet 
work and extras. 

Luther Boggs, Atlanta, Ga., pre- 
sented plans for such a minimum 
house that he is already building. 
It is a four-room concrete block 
frame house selling for $4,500. II- 
lustrating how costly equipment 
can be eliminated when necessary, 
Mr. Boggs said that the kitchen 
is equipped with only a 42-inch flat 
rim sink. 

Officials of the Home Builders 
Association of Greater Cleveland 
explained plans for an expandable 
house in that city. By leaving two 
of the three bedrooms in the house 
unfinished, the unit could be sold 
for $6,500 compared with $8,800 if 
the complete unit were finished. 

The problem of home financing 
is nearing a crisis, Frank W. Cort- 
right, executive vice president of 
the NAHB told the convention. He 
declared that construction money is 
not available in some areas and 
that four percent mortgages yuar- 
anteed by the FHA and the VA 
“are going begging.” 

Financing is the only hindrance 
to building 1,000,000 homes in 
1948, said Mr. Cortright. If this 
problem is not solved, this volume 
will be substantially reduced. 

FINANCING THE VETERAN 

WHAT financing means to the 
veteran was indicated by T. B. 
King, director, loan guaranty serv- 
ice, Veterans administration, in his 
talk on The Veteran Prospect. He 
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said that in 1947 the VA guaran- 
teed or insured more than 540,000 
home loans amounting to over 34 
billion dollars advanced by private 
lending institutions. These loans 
represented nearly one-third of the 
total dollar volume of small home 
mortgage loans made during the 
year by all private lenders in the 
United States. 

According to the most recent 
data published by the Bureau of 
the Census, the median income of 
veteran families is approximately 
$2,800. Only six percent of these 
families have incomes exceeding 
$6,000. The limitation which these 
incomes impose on the housing de- 
mand can be illustrated by apply- 
ing the old rule-of-thumb that the 
average family can affort to pay 
two and one-half times its annual 
income for a home. The average 
veteran family can afford a home 
costing about $6,900. 

Reports show that the average 
newly completed home purchased 
with a GI loan during 1947 was 
priced at $8,200, almost $1,300 
higher than the price which the 
average veteran family can afford 
to pay. 


FOLEY SPEAKS 


RAYMOND M. FOLEY, hous- 
ing and home finance administra- 
tor, outlined a program for a 
change-over from emergency meas- 
ures to long-range stabilized ap- 
proaches in housing finance. He 
set up the following major objec- 
tives for a private building pro- 
gram: 

1. Emphasis upon lower price 
and lower rent. 

2. Emphasis upon increased pro- 
duction of rental properties. 

®. Continuance of production 
finance devices as being anti-infla- 
tionary to the extent that they sus- 
tain a high level of production, 
coupled with a retraction of con- 
Sumer finance devices to the ex- 
tent that they are inflationary 
through adding to effective con- 
sumer demand beyond the rate of 
production. 

1. Emphasis upon using the 
more liberal financing devices only 
as incentives to production in the 
lower price brackets and to pass- 
ing on the benefits of cost reduc- 
tion to the consumer. 


Milton J. Brock, Los Angeles, 
was elected president for 1948. 
Other officers elected were: vice 
president, Rodney M. Lockwood, 
Detroit; treasurer, Nicholas F. 
Molnar, Cleveland; secretary, 
Thomas P. Coogan, Miami. 
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How the Future Building Market Appears to Experts 


THE market outlook for 1948 is potentially the greatest in history. 
Materials will be more plentiful and the demand for housing will remain 
high. Nevertheless, there are several sobering factors, especially the 
shortage of mortgage financing. 

One panel of experts at the home show considered the market outlook 
for 1948. Below are highlights from their speeches. 

"The automatic market is gone, but in my opinion the market will read- 
ily absorb at least a million new homes a year for several years without 
too much buyers’ resistance—but only after the buyer has the assurance 
that prices have stabilized. If a third round of wage increases is inev- 
itable, the cost trend for at least the first half of 1948 will be inching 
up to new highs. Men in the building industry must differentiate between 
the desire for housing and the effective demand, backed by purchasing 
power to own or rent the units being constructed. There is nothing on 
the scene which, in the next four to six months, will bring prices down or 
force drastic retrenchment.""—Robert P. Gerholz. 

"This country has never seen a time when many Americans could build 
homes without liberal credit. The Federal Housing agency was created 
to cure a bottleneck in housing credit. In the light of its successful record 
in the financing of John Q. Public's house, it is strange for us to witness 
the current drive to scare mortgage money out of the market.'"—James 
C. Downs Jr., president, Real Estate Research corporation, Chicago. 

"Such amounts of building materials that may leave the country under 
the Marshall plan will not interfere with home building. If only 10 per- 
cent more materials become available domestically in 1948 as compared 
with 1947, the situation of the construction industry will be fairly well 
taken care of.'""—J. Marshall Mayes, acting chief, construction division, 
U. S. Department of Commerce. 

"The + so are about over when anything that was built could be sold 
with little or no sales effort. The Bureau of the Census estimates that 
the net rate of new family formation will fall from the 1,050,000 in 1947 
to about 200,000 in 1950. As this new situation develops, the housing 
market will be less dependent on population pressure and more and 
more dependent on the desire and the ability of families to improve 
their housing conditions. Another influence that will tend to make de- 
mand more selective is an increase in interest rates. This increase is a 
fact, make no mistake about it."—Miles L. Colean, economist, Wash- 
ington, D. C. 

"Production of building materials will be at least equal to 1947—and 
1947, we are assured by the Department of Commerce, is expected to 
stand out, when the final figures are available, as a year of record pro- 
duction of building materials. Price stabilization of materials is closer 
than at any time since the end of the war."—Douglas Whitlock, chair- 
man, Building Products institute. 

"The $6,500 to $8,500 range comprises the bulk of our market for the 
coming year or two. It is a market we must satisfy by building and sell- 
ing homes within this price range. Diversion of materials into public 
housing projects should be recognized as obstructions on the road to 
all-out construction and vigorously attacked and eliminated.''—Wilton 
J. Brock, treasurer, National Association of Home Builders, Los Angeles. 

"While we will undoubtedly sell a minimum of a million homes this year 
at present price levels, future sales will be governed by the ability to 
adequately finance and by the ability of the public to buy. Therefore, it 
follows that unless adequate mortgage money is made available, produc- 
tion will fall off. Unless the national economy is maintained at approxi- 
mately present levels, sales and production will drop. | will admit that 10 
years of building will not satisfy the need, but the demand will be based on 
the ability to buy and this again takes us back to the matter of adequate 
mortgage financing and the purchasing ability of the buyer.""—Arthur 
E. Fossier, Chicago. 

"Full respect for minimum housing construction and more efficient plan- 
ning will become more completely recognized by the end of the year. 
New materials and new methods will find wholesale acceptance. New 
buying techniques will develop because of a better appreciation of the 
full stature of the industries’ producers. The pressure for revising build- 
ing codes will continue to grow and more thought will be given to the 
monthly cost of land improvements.""—George J. Goudreau, Cleveland, 


Ohio. 














Lumber and Millwork Prices 


from 1929 to I948 





N RESPONSE to thousands of 
dealers who expressed interest 
in the lumber price chart published 
by AL&BPM a year ago, the latest 
chart covering prices from 1929 to 


1948 is presented below. 
tion to lumber items, the chart has 
been expanded to include pine mill- 


In addi- 



















































































































































































































































































work. 
Net Price 
1929 1930 1931 1932-33 1934 1935 1936 1937 1998 
(NRA in Etfect) 
SPECIES AND ITEMS Low High Low High Low High low High Low High Low High Low High Low High Low High 
DOUGLAS FIR: 
124” B & Btr. VG. Fig. 36.50 39.00 29.50 39.00 22.00 30.50 19.50 43.50 31.25 34.00 37.00 39.50 38.50 42.50 36.75 a 32.00 45.00 
1x4” B & Btr. FG. Fig. 20.50 | 24.50 | 15.00 } 21.00 | 13.00 |17.00 | 11.75 | 33.25 | 2200 | 2475 | 21.00 | 23.00 |2400 | 26.00 |2500 |31.00 {21.00 | 24.00 
1x6” B & Bir. #106 Sdg. 27.50 | 32.00 | 19.25 | 2825 | 15.25 |2050 } 13.75 | 36.00 | 24.75 | 27.50 | 25.00 | 2800 |2350 | 2850 | 26.00 |32.00 |25.00 | 27.00 
2x4"—16' #1 Com. S4S (Dry) 16.00 | 20.00 {1200 |17.25 | 1025 |13.75 | 10.25 | 30.75 | 1750 | 1975 |1750 | 2000 | 14.00 | 1950 | 17.00 | 2200 |17.00 | 19.00 
RED CEDAR SHINGLES: ? 
5/2" 16" #1 XXXXX 2.35 3.00 1.55 2.35 1.35 1.70 1.25 2.50 239 | 250 2.30 3.15 2.50 2.65 2.45 3.00 2.45 3.20 
PONDEROSA PINE: 
1x12" $3 Com. S4S 19.00 | 20.00 | 14.25 |19.50 [12.00 | 16.50 9.50 | 18.50 | 17.50 | 1925 [1750 [1950 [15.00 | 17.50 | 15.00 | 2025 | 1400 | 17.9 
Rnd tmnt = Sade Ra Sco) bole || 
5/4" #1 Shop S2S 32.00 | 40.00 | 21.50 |29.00 | 2050 | 2650 | 2050 | 30.75 | 27.25 | 30.75 | 25.00 |28.00 |2600 | 2950 | 31.00 | 40.00 |29.00 | 35.00 
1x6” C. Sel. S4S 52.00 | 55.00 } 35.75 | 5250 | 31.75 | 39.75 | 2525 | 38.00 | 3525 | 40.00 | 3650 | 41.50 | 41.00 | 45.00 | 49.00 |6200 | 5275 | se2s 
IDAHO WHITE PINE: 
1x8” #3 Com. S4S 20.75 | 2350 | 19.00 |2350 | 16.25 | 19.00 | 10.25 | 19.00 | 1750 | 1950 17.50 | 21.25 1950 | 21.00 | 2000 | 2600 | 2250 | 24.00 
1x8” C. Sel. S4S 69.00 | 73.50 | 55.00 | 60.00 | 4550 |s5.00 | 33.00 | 43.75 | 4050 | 4525 | 41.50 |51.25 |3900 | 51.00 | 51.50 |67.00 |6450 | 6050 
WESTERN WHITE SPRUCE: 
(B.C. and Alberta Base, 1942-45) 
1x8" 43 Com. Surfaced 17.00 | 21.00 | 16.75 | 20.00 | 1250 | 16.50 | 1200 | 18u0 | 15.50 | 17.50 | 18.00 | 20.00 } 17.50 | 20.75 | 20.00 | 23.00 | 15.75 | 1°75 
2x4" #1 Dimension S4S 18.50 | 21.00 | 14.00 [18 25 [1250 | 1450 | 10.75 1 17.00 | 17.80 | 21.75 | 16.00 | 19.00 | 17.00 | 1900 | 1600 | 21.25 | 1350 | 1659 
EASTERN SPRUCE: nt i oa ™ 5a ‘ 
1x8” #1 (Merchantable) Surf. 31.75 | 35.25 | 28.00 | 33.25 | 20.00 | 27.00 | 14.00 | 21.00 | 18.00 | 22.00 | 1950 | 23.00 | 24.00 | 27.00 | 2550 | 33.00 | 24.00 | 28.00 
2x4" #1 (Merchantable) Rgh 24.75 | 2750 | 19.00 | 2650 | 16.00 | 1950 | 13.00 | 17.50 | 1400 | 18.00 | 17.00 | 20.00 } 21.00 | 26.00 | 23.00 | 25.75 | 20.00 | 23:50 
%x1%2"—4' #1 Lath 3.25 5.00 2.00 3.00 1.85 2.60 1.80 2.60 2.10 2.25 2.00 3.00 3.00 4.25 3.00 4.75 1.75 3.50 
SOUTHERN YELLOW PINE: 
1x3” B & Btr. VG. Fig. 63.00 | 68.00 | 55.00 |63.90 | 42.00 | 48.00 | 28.00 | 48.75 | 46.00 | 48.75 | 53.00 |60.00 {58.00 | 67.00 |ss00 | 75.00 | 56.00 | 65.00 
1x3” B & Bir. FG. Fig. 38.00 | 40.00 | 30.00 | 35.00 | 20.00 | 28.00 | 1650 | 3500 | 3225 | 35.00 | 34.00 | 38.00 | 34.00 | 42.00 | 38.00 | 47.00 | 38.00 | 43.00 
ante = : est 
1x6" B & Bir. Sdg. Pat. 105-106 | 40.00 | 43.00 | 28.00 | 38.00 | 22.00 | 28.00 17.00 | 36.00 | 31.25 | 36.00 all 39.00 | 35.00 | 44.00 | 37.00 | 46.00 | 36.00 | 42.00 
vactwzadie aoa oe OO Sasi Teal Loos ele 3 
48” #1 Plaster Lath 3.75 4.50 3.00 3.50 1.50 2.80 1.50 3.25 3.00 3.25 3.00 3.50 2.75 3.25 3.25 3.75 3.50 4.50 
—————————SSssSsS ~ p—-—-- -—-$#—- -... —_- — — ee 
1x8" #2 Com. S4S or S/L 18.50 | 24.00 | 16.00 | 19.50 | 13.50 | 16.50 } 11.50 | 19.00 | 13.50 | 19.00 | 15.00 | 19.00 | 15.00 | 2200 | 1450 | 23.50 | 14.00 | 18.00 
2x4" #1 Com. S4S __] 20.00 | 26.00 | 1800 | 2000 | 1400 | 1800 | 13.00 | 24.00 | 2250 | 2400 | 16.00 | 21.00 | 18.00 | 2400 | 17.00 | 27.00 | 15.00 | 21.00 
RE Sod Towel Qacewstlll Soe ths BB A) Bad © GewoMe! Rect Toe Beto Bie Ruel Remo & 
2x4" #2 Com. S4S 19.00 | 21.00 } 15.00 | 20.00 8.00 | 16.00 7.00 | 20.75 | 18.25 | 20.75 | 12.00 | 18.00 | 1450 | 21.00 | 13.00 | 23.00 | 12.00 | 17.50 
1x6” D2S & CM (Ga. Roofers) 16.00 | 19.50 | 13.00 | 16.00 9.50 | 13.00 6.50 | 16.00 | 11.50 | 18.00 | 1250 | 14.50 | 1400 | 1950 ]| 15.00 | 21.50 | 12.00 | 17.00 
OAK FLOORING: 
1x3” Clear Plain White 67.75 | 76.00 | 67.50 | 72.25 | 46.50 | 65.00 | 36.00 | 61.75 | 65.25 | 65.50 | S0.00 | 65.00 | ‘S000 | 75.00 | 63.00 | 86.00 | 56.00 | 63.00 
1x3” Select Plain White 58.00 | 67.50 | 46.50 | 59.00 | 35.25 | 46.00 | 30.50 | 53.25 | s9.75 | 61.75 | 43.00 | 55.00 | 42.00 | 60.00 | 52.00 | 73.00 | so.00 | 56.00 
1x3” #1 Com. Plain White 48.75 | 54.25 | 38.00 | 50.00 | 21.75 | 3250 | 23.75 | 42.75 | 45.00 | 47.50 | 36.00 | 45.00 | 38.00 | 49.00 | 45.00 | 60.00 | 40.00 | 48.00 
MAPLE FLOORING (Northern): 
13” Ist Grade 67.00 | 86.50 | 71.25 | 84.00 | 4550 | 66.50 | 38.75 | 64.00 | s9s0 | 64.00 | 56.00 | 5950 | 58.00 | 64.75 | 67.25 | 75.75 | 62.25 | 69.75 
3 are Bele Retro (Goonccd 
* 1x3” 2nd Grade $4.00 | 72.00 | 61.75 | 70.00 | 35.75 | 56.00 | 29.00 | 53.00 | 49.00 | 54.00 | 47.50 | 52.00 | 50.25 | 58.25 | 60.75 66.75 | 54.25 | 61.75 
ame sl! DiactM Thea : 
1x3” 3rd Grade 34.00 | 50.00 | 38.00 | 46.00 | 21.75 | 37.00 | 16.00 | 38.00 | 38.00 | 40.50 | 38.75 | 39.75 | 39.75 | 4250 | 44.25 | 48.75 | 38.50 | 46.00 
DOUGLAS FIR WALLBOARD: 
48x96" —" 21.50 , 20.62 | 21.71 | 2063 | 22.28 19.00 | 22.80 | 19.00 | 22.80 
DOUGLAS FIR DOORS: 
#1 (ase Discount) 82% | 75% | 84% | 78% 88% | 80% 91% | 79% | 794% | 79% | 82% | 78% | 83% | 78% | 81% | 75% | 83% | 80% 
DOUGLAS FIR GARAGE DOORS: 
1%"—8x8 6.00 6.90 5.15 6.50 3.35 5.70 3.25 5.90 5.90 6.00 5.50 6.50 $.25 6.25 5.50 6.75 $.25 6.00 
PINE MILLWORK—ZONE #1: 
(These prices reflect the Jobbers LIST—AUGUST Ist, 1926 > LIS? 
basis) 
~_——— — 4 
1%" SASH DOORS—open 72% | 68% | 74% | 72% | 82% | 79% 80% | 724% |72-8-4% | 69-84%] 75% | 734% | 75% | 604% | 68% | 66% | 71% | 69% 
2—8 x 6—8 
List 8/1/26 & Cat. #36, SD-538 | 2.604] 2976] 2418 | 2604 | 1.674] 1.953] 1.86 2.557] 2.30 2546 | 2.325] 2464] 2325] 2.614] 2656 | 2922] 2.407] 2.573 
—9,30; Cat. #40, ND-538—8.30 ‘ r 
1%” CASEMENT DOORS—open é 
2-8 x 6—8 77% | 74% | 87% | 80% 86% | 84% 88% | 79% | 764-8-4%|734-8-4%] 83% | 81% | 85% | 73% | 72% | 70% | 76% | 73% 
List 8/1/26 & Cat. #36, SD-627 
—10.65; Cat. #40, ND-627—8.40] 2.449] 2.769] 1.917 | 2.13 1491 | 1.704] 1.278] 2.236] 2.21 2.483 | 1.81 2.023 | 1.597] 2.268] 2.352] 2.52 2.016 | 2.268 
1%” 2—LT. CK. R.L. WINDOWS 
open—set-up 72% | 70% | 80% | 75% | 81% | 78% 80% | 724% | 68-8-4% | 65-84%] 75% | 72% }| 72% | 68% | 67% | 65% | 70% | 68% 
Wostern, N. Y. or Boston 
Opening 
24x24—List 8/1/26 & #36 & 
#40—1.59 445 77 318 397 302 349 318 437 448 491 397 44S 44S 508 524 556 A77 | 308 
1%" 2—LT. WINDOWS, 
ee ee ee er 88% 86% 88% 85% }824-8-4% | 80-8-4% | 88% 854% 854% 76% 75% 73% 77% 75% 
Western, N. Y. or Boston 
Opening 
List 12/1/26 Cat. #36 & #40 
24x24—6.20 465 ae — re cure 744 868 744 93 998 | 1.095 744 899 899} 1.116 1 1.162 | 1.255 1 1.069] 1.182 
ig 4-A LIST #401 WIDTHS 1.20 HEIGHTS 2.64» 6A LIST #60} WIDTHS 1.86 HEIGHTS 402 
WINDOW FRAMES ({K.D.) 59% $2% 62% 60% 66% 63% 83% 77% 171-8-4% [68-8-4% 75% 73% 764% 71% 71% 69% 76% 74% 
24” Glass 2—4 x 4—6 1.574} 1.843 | 1.459 | 1.536 | 1.305 | 1.42 999} 1.352] 1.506] 1.658] 1.47 1.587} 1.381] 1.705] 1.705) 1.822] 1all{ 1.528 











80 














March 13, 1948, AMERICAN LUMBERMAN & 


Tl 
was 
Bidd 
ures 
actio 
repr 
they 
price 
chas! 





1939 


3000 | 





6 


4 











469 


764% 


1.092 | 


79% 





1234] | 
i 





Bur 








This unusual statistical record for 387 softwood and hardwood activities with those of a highly 
of was compiled and prepared by the items of 9 different species. Prices specialized concern. It is interest- 
"est Riddle Purchasing company. Fig- for lumber items listed are net, ing to note that, no matter what 
hed ures represent actual buying trans- F.O.B. mill, and do not include business conditions may be, buying 
Lest actions. The figures shown do not freight or other hauling charges. epportunities always present them- 
"y represent average prices; rather The chart is not published to ap- selves—as reflected in the wide 
al- 


they record the highest and lowest 


praise present day prices for lum- 
has — price paid them by the Biddle Pur- 


ber but it is presented to allow deal- 


variance between the highest and 
lowest price paid in a year for a 














nill- chasing company in any given year ers to compare their own buying particular item. 
e 
F.O.B. Mill — 
an 1939 1940 1941 1942 1943 1944 1945 1946 1947 
. i ie Ceiling Ceiling Ceiling 
Low High Low High Low High Low |Ceiling | High Low High Low High Low High Low High Low High 


SPECIES AND ITEMS 





DOUGLAS FIR: 
1x4" B & Btr. VG. Fig. 


1x4" B & Btr. FG. Fig. 
1x6" B & Btr. #106 Sdg. 


2x4"—16" #1 Com. S4S (Dry) 


RED CEDAR SHINGLES 
2F9 3.00 2.35 2.85 2.50 4.25 3.75 4.00 4.00 4.00 4.35 4.35 4.35 4.35 4.55 4.55 12.00 8.75 12.00 5/2" 16" #1 XXXXX 


> F PONDEROSA PINE: 
16.50 | 20.25 16.50 27.50 25.75 29.50 28.50 31.00 31.00 31.00 34.00 34.00 34.00 34.00 35.00 35.00 79.50 | 60.00 | 110.00 1x12" #3 Com. S4S 


34.00 : 34.00 41.00 | 37.75 43.00 43.00 43.00 43.00 43.00 43.00 43.00 43.00 43.00 87.50 | 65.00 4150.00 5/4" #1 Shop S2S 
50 00 55.28 48.00 $8.25 $3.50 $9.50 $7.00 63.00 63.00 63.00 63.00 63.00 63.00 63.00 63.00 63.00 | 111.50 | 90.00 4190.00 1x6" C. Sel. S45 
) 


IDAHO WHITE PINE: 
1x8" #3 Com. S4S 
1x8" C. Sel. S4S 
WESTERN WHITE SPRUCE: 
(B.C. and Alberta Base, 1942-45) 
1x8" #3 Com. Surfaced 


00 |41so |32s0 4350 | 2980 | 7300 |5.25 |6000 }6000 | 6000 | 60.00 | 60.00 | 60.00 | 60.00 | 60.00 | 70.00 |136.00 | 96.00 195.00 
ms 280 [2200 | 9400 | 9050 | 47.75 | 4150 | 45.00 | 45.00 | 45.00 | 45.00 | 45.00 | 45.00 | 45.00 | 45.00 | S5.00 {121.00 | 61.00 180.00 
—Tos00 | 3900 | 37.00 | 4600 | 46.00 |s0.00 | 50.00 | so.00 | so.oo | so.00 | so.00 | so.00 | s0.00 | 60.00 | 126.00 | 86.00 |175.00 
7am 2200 [1925 | 2525 | 2450 | 3075 | 30.25 | 3300 | 33.00 | 33.00 | s4so | 3350 | 3450 | 3450 | 35.80 | 38.00 | 83.50 | 65.00 | 87.00 


























30.00 30.25 35.00 30.25 33.50 33.50 33.50 36.50 36.50 36.50 36.50 37.50 37.50 82.00 } 70.00 | 120.00 
tas cil i 
65 0 | 67.00 $7.00 67.25 $9.75 65.25 64.50 70.00 70.00 70.00 70.00 70.00 | 70.00 70.00 70.00 77.00 | 114.50 [100.00 {200.00 








1580 119.25 19.00 | 24.00 24.00 | 26.50 27.28 | 34.25 | 33.25 33.25 | 40.75 40.75 | 40.75 | 40.75 | 40.75 42.50 | 64.50 | 60.00 | 75.00 


























450 [1800 | 1750, 2675 | 2975 | 2850 | 2850 | 3625 | 3625 | 36.25 | 3625 | 3625 | 38.00 | 63.00] 58.00 | 70.00 | 2x4” #1 Dimension S4s 
EASTERN SPRUCE: 

7s |2300 | 2975 | 3325 | 31.00 | 37.00 | 3575 |...... | 37.00 | 45.00 | 4800 | 48.00 | s2so | s2so | s2so | 48.00 | 95.00] 72.00 | 95.00 | 1x8” #1 (Merchantable) Surf. 

hoo |2500 12275 | 2825 | 3000 | 3400 | 3325 |..... | 37.00 | 37.00 | 40.00 | 39.00 | 4150 | 41.50 | 41.50 | 41.50 | 75.00] 68.00 | 75.00 | 2x4” #1 (Morchantable) Rgh. 
: “110 | 200 | 155 | 200 | 210 | 435 | 430 |... a7s | 475 | 575 | 575 | 875 | S75 | 5.75 | 575 | 1200] 1050 | 16.00 | %xi%"—4' 1 Lath 
= 








SOUTHERN YELLOW PINE 
1x3” B & Btr. VG. Fig. 


1x3" B & Btr. FG. Fig. 
1x6" B & Btr. Sdg. Pat. 105-106 
48" #1 Plaster Lath 


sco |6s.00 |s7.00 | 64.00 | s2so | 65.00 | 63.00 | 68.00 | 68.00 | 68.00 | 68.00 | 68.00 | 68.00 | 69.00 | 73.00* | 77.00 | 134.00 | ....... |... 

1400 143.00 | 37.00 | 46.00 | 39.00 | s0.00 | 47.00 | $3.00 | $3.00 | 53.00 | s3.00 | s3.00 | 57.00 | sa.co* | 62.00 | 66.00 | 120.00 }140.00 |170.00 
300 | 4400 | 37.00 | 4600 | 4200 | 48.00 | 47.00 | $1.00 | $1.00 | 51.00 | si.oo | $1.00 | $7.00 | se.oo* | 60.00] 62.25 | 120.90 | 140.00 | 170.00 

= yas | 475 | 460 | 510 | 400 | 5.50 600 1 cu fi omua (O80  PS00N PSO WOO ew. con, 

700 | 2500 | 1800 | 3000 | 2200 | 3000 | 2850 | 30.00 | 3000 | 33.00 | 37.00 | 37.00 | 40.00 | 40.00 | 42.00 | 45.25 | 75.00] 51.00 | 85.00 | 1x8” 42 Com. S4S or S/L 

1700 | 2500 | 1950 | 31.00 | 2400 | 30.00 | 30.00 | 34.00 | 34.00 | 35.00 | 38.00 | 37.00 | 40.00 | 4050 | 44.50 | 46.25 | 80.00 | ce | cenmn 2x4" #1 Com. S4S 

1300 12200 11600 | 2800 | 2100 | 2700 | 2480 | 3000 | 3000 | 3000 | 3400 | 3400 | 3800 | 9850 | 20 | 4425 | 75.00] s0.00 | 70.00 | 2x4” #2 Com. Sas 

iso0 | 21.00 | 17.00 | 30.00 | 21.00 | 30.00 | 2850 | 30.00 | 30.00 | 34.00 | 37.00 | 37.00 | 40.00 | 40.00 | 42.00 | 45.25 | 80.00] s0.00 | 83.00 

















































































































































































































1x6" D2S & CM (Ga. Roofers) 
00 | OAK FLOORING 
$700 | 68.00 | 54.25 | 68.00 | 6550 | 73.50 | 62.50 .. | 70.75 } 80.00 | 99.00 } 99.00 | 99.00 | 99.00 | 99.00 | 109.00 | 195.00 | 160.00 | 230.00 | 1x3” Clear Plain White 
00 —" ie eg Te c PATER PRET 7 
soov | 62.00 | soso | 64.50 } 57.00 | 66.50 | $9.00 ; 67.25 | 76.00 | 94.00 } 94.00 | 94.00 | 94.00 | 94.00 | 103.50 | 189.00 }140.00 | 210.00 }| 1x3” Select Plain White 
- eo 6d Beco Ae Bit Nock Sxsss at 
4200 | 5800 | 46.00 | s8.00 | $6.25 | 6425 } 55.25 3 66.25 | 71.00 | 88.00 | 88.00 | 88.00 | 88.00 | 88.00 | 97.00 | 180.00] 115.00 | 195.00 | 1x3” #1 Com. Plain White 
00 MAPLE FLOORING (Northern): 
9900 | 64.25 | 57.75 | 66.25 | 63.00 | 7250 | 75.00 .. | 76.75 | 93.50 | 102.85 | 102.85 | 105.00 }105.00 |105.00 | 114.50 | 140.50 } 150.00 | 200.00t] 1x3” Ist Grade 
75 4— --——4#- —_ —+¥- - —_- -—-4-—_ = 
43.75 | 53.00 | 49.00 | 61.00 } $9.25 | 6850 | 70.75 ... | 7250 } 88.50 | 97.35 | 97.35 | 99.50 | 99.50 | 99.50 | 108.50 | 133.50 | 140.00 } 200.00t} 1x3" 2nd Grade 
7S - ' -—++- SS SES EER EEE 
“ 34.00 137.50 | 35.00 | 46.25 | 46.25 | 55.00 | sa2s | ....... | 60.00 | 73.00 | 80.30-| 80.30 | 82.00 | 82.00 | 82.00 } 89.50 | 110.00} 125.00 | 200.00t] 1x3” 3rd Grade 
3.00 | DOUGLAS FIR WALLBOARD 
2280 | 2280 | 23.75 | 26.60 | 2660 | 31.50 | 26.60 | 30.00 | 30.00 | 33.00 | 33.00 | 33.00 | 33.00 | 33.00 | 33.00 | 43.00 | 80.00} 60.00 | 135.00 | 48x96"—%” 
— DOUGLAS FIR DOORS 
m 83% | 79% | 79% | 73% | 73% | 69% | 74% | 72% | 72% | 72% | 694% | 694% | 695% | 694% | 695% | 61% | 30% | 34% [410% | #1 (Base Discount) 
sila DOUGLAS FIR GARAGE DOORS: 
: $25 | 6.25 | 625 | 675 6.50 | 850 7.60 | 8.00 | 8.00 8.00 | 8.00 8.00 | 8.00 | 8.00 | 800 | 9.00 | 16.001 18.00 | 26.00 | 1%"—8x8 
6.0 PINE MILLWORK—Zone #1: 
ee CAT. ¥ >< CAT. #40 >| (These prices reflect the Jobbers 
—Lsi — basis) 
- 724% | saa% | 70n% | 64% | ca% | som | som | som | som | som | s7am | 573% | S7h% | S73% | 573% | 474% | 434%] 434% | 308% | 196” SASH DOORS—open 
59 % 5% ADF) 2—8 x 6—8 
: 2.282 | 2614] 2448] 2988] 2988} 3.40 cuaee | 340 | 340 | 3527 | 3.527] 3.527] 3.527 | 3527] 4357] 469] 469 | 5.768] List 8/1/26 & Cat. $36, SD-538 
2.573 —.| | —9.30; Cat. #40, ND-538—8.30 
= , - 1%" CASEMENT DOORS—open 
. 1% | 74% | 76% | 68% | 68% | 63% | 64% | 64% | 64% | 64% | 629% | 62E% |] 624% | 62h% | 624% | 534% | 495%] 491% | 374% 2—8 x 6—8 
73% (5% ADF) List 8/1/26 & Cat. #36, ad 
ai 932 | 2184] 2.016] 2686] 2688] 3.108 hale 9.024] 3.024) 3.15 3.15} 315 | 3.15 |] 315] 390] 424] 424] 5.25 —10.65; Cat. #40, ND-627—8.4 
, ; ate 1%" 2—LT. CK. R.L. WINDOWS 
” 704% | 65% | 69% | 60% | 60% | 55% | SS% | SS% | SS% | SS% | S2h% | S24% | S2h% | S2h% | S24%] 40% | 364%] 364% | 25% open—set-up 
68 (5% ADF) Western, N. Y. or Boston 
Opening 
24x24—List 8/1/26 & $36 & 
- 469 i] 492 636 636} 715 2 deat 71S] 715] —-.755 755} 755) .7S5} 755} .954] 1.01] 1.01 1.19 #40—1.59 
—- a ; 1%" 2—LT. WINDOWS, 
9 764% 5% | 774% | 724% | 724% | 674% | 704% | 708% | 708% | 70h% | 694% | 694%] 694% | 694% | 694% | 634% 60% | 60% | S14% GLAZED (SS) 
18" (S% ADF) © | cat.#47 Western, N. Y. or Boston 
List Opening 
“ 4.67 List 12/1/26 Cat. #36 & #40 
1.162 —k 10461 1.2781 1.2781 1.81 ire 1.37 137 | 1.418) 1418] 141g] 1.418] 1418] 1697] 1.86] 1.86 | 2.264] 24x24—6.20 2 4.65 
— “2 v 8-A LIST #803 WIDTHS 222 HEIGHTS 4.72 i 
fh 75% 754% | 71% | 724% | 674% | 68% | 674% | 673%] 673%] 653% | 65H%]. GS4% | 654% | 654%] S64% | 524%] 524% 414%] WINDOW FRAMES KK.D.) 
74 - (S% ADF) 24” Glass 2—4 x 4-4 
— — 4 | 1.735] 1.70 | 2012] 1.908] 2.255 ae | 2255] 2255] 23941 2394] 2394] 2.394] 2394] 3.018] 3.29 3.206) 4.06 
) - 
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Estimating of 
Package Construction 





Hou to Estimate 
A Foundation in Five Minutes 


REVIOUS ARTICLES have 

described methods that can be 
used in assembling unit prices from 
local contractors into flexible, easy- 
to-use packages that can be em- 
ployed by the lumber and building 
products merchant in developing 
estimates for new house construc- 
tion. 

It has been pointed out that the 
dealer, after obtaining prices from 
local contractors by means of unit 
price request charts, should evalu- 
ate the variances and arrive at an 
average price that would be ac- 
ceptable to all contractors. 

This article will show how the 
dealer can put these prices to work 
by organizing a mechanical ma- 
chine-like office procedure. 

After numerous tests made over 
a long period for both large and 
small operations, it is concluded 
that a small 3x5 inch card index file 
is the most flexible and adaptable 
arrangement for assembling con- 
struction estimates. Estimates on 
file can be changed, discontinued or 


adjusted with ease, to reflect 
changes in material and labor 
prices. 


An inexpensive small file 
equipped with dividers, will con- 
veniently hold 200 cards, more than 
enough for the average package 
estimating system. The dividers 
should be indexed and numbered 
so that they can be kept in the same 
sequence. 

The cards should be identified 
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with a code symbol and a number. 
For example, concrete could be 
Co. 1, 2, 3, 4, ete.; brick—Br. 1, 2, 
3, ete.; interior millwork—Int. 
Mwk. 1, 2, 3, ete. 

After the dividers have been ar- 
ranged, preferably in the order of 
logical construction sequence, 
rather than alphabetically, a cross 
index, both alphabetical and nu- 
merical, should be prepared for 
easy reference and placed in front 
where it can be quickly consulted. 

Obviously, by combining unit 
prices in this manner, any kind of 
package price can be quickly as- 
sembled on a card and, when added 
to the index, be easily found again. 

This practice makes it possible 
to keep your package estimating 
machine streamlined and_ up-to- 









date so that it contains only what 
you really need. When any new 
item arises, simply prepare and add 
another card; for example, light 
weight concrete aggregate, acousti- 
cal plaster, ceramic tile, asphalt 
tile, pre-colored plaster, etc. 

In larger operations, which are 
divided into departments, similar 
pricing cards should be developed 
but kept in separate files. 

On the reverse side of each card 
enter any pertinent information 
such as the source, name of. in- 
dividual to contact, telephone num- 
ber, factory schedule, weights, 
sizes, number of pieces per pack- 
age, etc. 

CARDS SPEED ESTIMATING 

ACCURACY and speed, when 
these cards are completed, can be 

















Co. 1 
Concrete — 1-3-5 mix — Transmit mix del'v'd price 
Footings: 8" thick Walls: 8" 

Bulk Concrete Per. Lin. Ft. Per 7' Ht. 

Cu. yd. Cu. ft. 8x16" 8x20" 8x24" Sq. ft Lin. ft. 

8.35 31 .28 35 42 21 1.47 

Add Forms 

Mat'l & labor 

two sides ............. .24 .24 .24 .33 2.28 

WAPOA... daa eae 59 .66 54 3.75 

Add footing __. — — —_— 52 52 
TOTAL .. - 52 59 -66 1.06 4.27 





st 





FIGURE 1. Typical 3x5 inch card for filing in the dealers estimating index file. Examples of 
similar cards could be for 12 inch walls and footings; waterproofed concrete; walls plaster 
1 or 2 sides; floor slabs, garage floors, etc. 
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attained by anyone familiar with 
taking off quantities or dimensions 
from plans. 

As an example, we will use a 
simple house, size 24x30 feet, which 
has eight inch concrete walls, seven 
feet high; 8x16 inch footings; 
three column footings 2x2 foot x8 
inches thick; one chimney footing 
29x6x1 foot thick; one porch foun- 
dation extension 8x16 feet with 
eight inch walls, three feet high 
and 8x16 inch footings. We will 
assume that excavation is complete. 

The first step is to list the quan- 
tities as shown in Figure 2. All of 
these prices were developed from 
the example card in Figure 1 in 
less than five minutes. 

To show how easy estimating can 
be, we purposely omitted mention 
of either interior or exterior plas- 
ter or the concrete basement floor. 
However, it is apparent that cards 
covering wall footing, waterproofed 
plaster, etc., can easily be set up 
to meet your own particular re- 
quirements. 

ADDITIONAL HELPS 


THERE are other estimating 
helps and instruments which im- 
prove speed and accuracy. Among 
these are: 

1. A map or plan measuring de- 
vice built like a watch and which 
has a projecting measuring wheel. 
3y running this over the plan, it 
measures inches and feet, which 
can easily be translated into plan 
dimensions once the scale is known. 

2. A mechanical calculator 
which multiplies, subtracts, adds 
and divides which is also very use- 
ful for arriving at extension totals. 

If the above two are not avail- 
able, a scale rule, slide rule and 
adding machine will suffice. 

The most important operation is 
to list all of the plan items in se- 
quence. By going through the 
cards, omitting none and entering 
the unit price, little will be over- 
looked. 

It is our experience that on hap- 
hazard guesstimating costly items 
are frequently missed. This results 
in the sad consequence of getting 
the job and losing money. 

"he custom of preparing a bill 
of material and then pricing it 
either for materials only or labor, 
or both together, still prevails in 
Many areas. 

Admittedly this method is sure 
and safe. It does, however, require 
painstaking work by a skilled, ex- 
Perienced estimator and, unfortun- 
ately, unless the sale is made, this 
commendable effort is a distinct 
loss. It costs money to estimate. 
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Size 


Description 


Basement wall footings... 8"x16" 


Walls—7 feet high.. .. 8" thick 

3 column footings. . - 2'x2'x8" 
4 sq. ft. 

Forms, one side........ 

Chimney footing . 2'x6'x12" 

Forms—12" high . 

Porch footings 8"x16" 

Porch walls 8''x3'x32' 








Total 

Quantity Unit Price Price 
108 L.F. $2 LF. $ 56.16 
108 L.F. 3.75 LF. 405.00 
12 sq. ft. .21 sq. ft. 2.52 
24 LF. $2 LF. 2.88 
2.8%. 31 ef. 3.72 
10 LF. 33 UF. 3.30 
32 LF. 52 16.64 
96 sq. ft. 54 51.84 
TOTAL _... $542.06 








FIGURE 2. Steps in package pricing include listing the items, listing the quantities and multi- 
plying by the unit price. 


VALUE OF PACKAGE PRICING 


PACKAGE pricing is different 
because it is geared to develop a 
reasonably accurate price, enabling 
the salesman to submit the price 
and make the sale. After the sale 
is made, then, and only then, do we 
need a bill of material. We now 
can take sufficient time to prepare 
it carefully because it is backed up 
by an order. 

This is the key principle of pack- 
age pricing: arrive at selling price 
first, basing it on unit price as- 
semblies supplied by your con- 
tractors. Prepare, or have prepared, 
a material list after the job is 
sold! 

Similar package assemblies can 
be developed by each dealer for his 
own specific market, for instance: 

Exterior walls — frame, with 
sheathing, cement stucco, plaster 
base and plaster. 

Interior walls studs, plaster 
base and plaster, in various fin- 
ishes. 

Brick veneer walls—in common 
or face brick including studs, 
sheathing, felt, ties, scaffold, wash- 
ing down, etc. 

Floors — including basement, 
porch, garage, reinforced _ slab, 
stone, tile or colored finish. 


CONTINUOUS PROCESS 


THERE are so many possible 
masonry packages that no one can 
assemble those which are required 
at the start. It must become a 
continuous process. 

As a new pricing request ap- 
pears, follow the definite proced- 
ure listed below to assemble your 
price. 

1. Use all the unit prices which 
may apply, either on cards or 
in the book. 

Develop additional material 


prices for items not before 
listed. 


nN 


3. Check labor costs with reli- 
able contractors. 

4. Make up a card and index 
it properly. 

5. Issue a description and your 
developed price to the con- 
tractors who may be affected. 
Obtain their acceptance. 


This article will conclude the 
estimating and packaging outline 
on masonry, plastering and tile 
work. However, it is felt that all 
who have taken the preliminary 
step of submitting unit price re- 
quests to their contractors, and 
who have had them returned, will 
be able to assemble their own pack- 
age pricing cards for new construc- 
tion. 

EXISTING STRUCTURES 


FOR existing structures, pack- 
age masonry, plaster and tile work 
items must be sharply limited be- 
cause of the inevitable preparatory 
work. For example, new ceilings 
can be packaged but the question of 
floor and wall protection arises. The 
work must be seen before quota- 
tions can be made. 

New complete chimneys, built 
on the exterior, can be packaged 
with a fireplace, etc. However, 
job inspection is needed to deter- 
mine the physical difficulties—cut- 
ting cornice, laying foundation, 
kind of flashing, plaster repair, etc. 
A field survey is indispensable be- 
cause certain unavoidable extras 
cannot be foretold. 

New floors, basements, ceilings, 
plastering walls or work in attics 
is subject to the same restrictions. 
Package prices may apply in prin- 
ciple, but to them must be added 
those extra costs of preparation. 

In conclusion, when called upon 
to give prices for masonry of any 
kind in existing structures, base 
package items with an added mar- 
gin of at least 25 percent, subject 


' to verification by the contractor. 
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As Compiled by Anterican Lumberman & Building Products Merchandiser 


Source 
Business or Economic Measure of Data 


CONSTRUCTION ACTIVITY 


Permanent dwelling units stated (nonfarm) ...BLS 
Construction expenditures (millions of dollars) 
Total new construction .................. BLS-Com. 
Residential building (nonfarm) .................. 
Nonresidential building (nonfarm) ............... 
POEM CONSETUCHION oo iccccccccwccccccccccceececs 
All other new construction ...............00.0000- 
Employment in contract construction industry (thou- 
Se ee LS 
BUILDING TRADES APPRENTICES ..........: ATS 
PU MIE SUNG og ook cece dccesecceee caeeenes 1 
Woodworking trades ............. 0000 cece ee eees 
Trowel trades .......... ccc ccc ec ccc eee e teen esas 
Electrical trades .......... 0... e cece eee eee 
i nn a 
Other building trades....................2...005- 
PRICES AND COSTS 
Residential building cost index 20 cities 
SS) eee 'Boeckh 
Average hourly earnings in private building 
accel waGhkeeRWilaande + ao we'd BLS 
Wholesale prices index, all commodities 
NE sch alaas cs weaken Xe resem mata aaan BLS 


Prices paid by farmers for building materials for 
POUND CEPR NOS EOO) hk 6oiiiccciecewensioeses . 
Prices paid by farmers for building materials for 
other structures (1910-14=100) ............ BAE 


Wholesale price index lumber (1926=100) ....BLS 
Wholesale price index lumber (1926=100) “BLS 
Wholesale price index lumber, uppers 

SE: i cenha Se cbeneed eve see +40 ens eede ‘BLS 
Wholesale price index, steel 

Sh) a BLS 
Wholesale price index, cement 

EE cbs tk h eee edhe +e shew e 4R8 00 ek BLS 
Purchasing power of the dollar, wholesale 

a er BLS 
Prices received by farmers 

RUPEE OEOE) bib cediecesccdacccececenscaws BAF 


Consumers’ price index (1935-39—100)......... BLS 
Retail food price index 


SRUUUEEEMOED ccidvonencccceccsscccececeevs BLS 
Retail clothing price index 

STD -wccsevkeneseeventenesccescnve BLS 
Residential rent index (1935-39=100).......... BLS 

GENERAL BUSINESS MEASURES 

Retail dept. store sales index 

SEED hob renwecdccccetevecvecsees Com. 
Industrial production index 

oO FRB 
Nonagricultural employment (thousands 

gO eee a ee BLS 
Consumer installment credit (millions 

ee FRB 
Freight carloading index 

hy | re FRB 
Loans of reporting member banks 

CMHHONS Of GOATS) ..cc ccc ccccccccccccnvcss FRB 
Bond yield, corporate high grade............ Treas. 


Reduced by a few minor changes in trade classifications 


Jan. 1, 1948; data not available for revision of earlier 
month. 


Source of Data: 

BLS: Bureau of Labor Statistics, U. S. Dept. of Labor 
BLS-Com: Joint estimate of Bureau of Labor Statistics and 
Office of Domestic Commerce, U. S. Dept. of Commerce 

ATS: Apprentice Training Service, U. S. Dept. of Labor 
Boeckh: E. H. Boeckh and Associates; used by special per- 
mission. 
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Latest Month 


50,000 1-48 
1,106 1-48 
514. «1-48 
332 1-48 
13-11-48 
247 1-48 
1,645 1-48 
15,093" 1-48 
41,902 1-48 
15.869 1-48 
17'349* 1-48 
17873 1-48 
22°100* 1-48 
212.4 12-47 
$1.777 12-47 
165.6 1-48 
378.0 12-47 
340.0 12-47 
307.3 1-48 
377.1 ‘1-48 
313.2 «1-48 
148.0 1-48 
126.4 1-48 
$0.604 1-48 
307.0 1-48 
1688 1-48 
209.7 «1-48 
192.1 1-48 
1159 1-428 
282.0 1-48 
192.0 1-48 
42,958 1-48 
6,152 12-47 
149.0 12-47 
23,315 1-48 
285 1-48 
BAE: 





Previous 


62,000 


*1,176 
*559 
*339 

*15 
*263 


*1,788 


114,363 
41,795 
15,756 
17,368 
17,227 


39,585 


209.4 


$1.765* 


163.2 
359.0 
326.0 
303.2 
382.4 
312.0 
143.0 
121.6 
$0.613 


301.0 
167.0 


206.9 
191.2 
115.4 
303.* 
192.* 
44,066 
5,729 
147.0 


23,428 
2.86 


Month 


ee 


11-47 
11-47 


12-47 
12-47 


Bureau of Agricultural 

Agriculture 
Com: Office of Domestic Commerce, U. S. 
FRB: Federal Reserve Board. 


Month a 
Year Ago 


40,000 
839 
339 
308 


17,761 


yy Af 
$1.569 
141.5 
289.0 


266.0 
249.9 


30.707 


260.0 


153.3 
183.8 
179.0 
108.8 
265.0 
189.0 
41,808 
3,976 
140.0 


19,304 
2.48 


Economics, 


1Boeckh indexes are released monthly 


*Prepared for AL&BPM from Bureau of 


Month 


—19.4 


—6.0 
mS 
= rT 
—13.3 
—6.1 


+0.5 
1().4 


. 
—6.9 


.. &. 


Percent Change from 
Previous 


Year 
Ago 


120.8 
114.9 


Dept if 


Dept. of Comme 


for 10 types of 
construction in each of 39 areas, prepared on the basis of 
studies of actual building costs, and from current local data. 
Labor Statistics 


data, but these are not official BLS indexes. 
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-31.8 
-~51.6 
+-7.8 
-30.0 
7 
26.3 
20.0 
41.9 
24.7 
34,2 
24.4 
19.5 
is oe 
17.0 
0.8 
27.8 
23.0 
19.9 
4h), ’ 
12.0 
187 George F. Ashby 
14.6 
* One of a series of ad- 
—y vertisements based on 
, industrial opportunities 
14.1 in the states served by 
“ Union Pacific Railroad. 
6.5 
6.4 
1.6 
»® 
ai Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho, 
. Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 
20.8 
iad *Address Industrial Department, Union Pacific Railroad 
f Omaha 2, Nebraska 
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IT MAY BE A MAN’S WORLD --but did you 
know he does only 11 percent of the family buying? 
It’s a fact. The other 89 percent is done entirely by 
his Better Half. So if you want to get the jump on 
competition, you’ll make a special effort to woo her 
patronage. And a smart way to do it is to declare 
LADIES’ DAY at your yard some day soon. 

This is a natural for lots of free publicity, and lots 
of sales-making, too. The secret of success ...a well- 
arranged program of special events. 

One of the most successful promotions sweeping 
the country now is the Breakfast-Fashion-Show idea, 
and not as complicated to put on as it might sound. 
First, announce that you’re holding Open House or 
Breakfast At Benedict’s. Then plan to serve coffee 
and doughnuts —say between 9 a.m. and 10 a.m.— 
and get one of the local department stores or spe- 
cialty shops to put on a simple fashion show in your 
showroom. 

If you can stage it against an attractive homey 
background of your materials or in one of your model 
rooms, so much the better. Means swell publicity 
for you! 

Another special LADIES’ DAY event might be a 
series of informal] talks on such subjects as Decorating 
On A Limited Budget, More Time for Fun, Less Work 
in the Kitchen, Smarter Space-Planning. In your 
publicity, be sure to mention that each talk will be 
followed by a question-and-answer period. 

The main thing is to make LADIES’ DAY a social 
occasion — publicize it well in advance in your news- 
paper advertising, with newsy publicity stories to 
your local newspaper editor, with special invitations 
to your best customers to come and bring their 
friends, with handbills and passes for general dis- 
tribution around town. Last, and especially impor- 
tant, re-arrange your displays to stimulate as much 
impulse buying as possible on LADIES’ DAY. 





SIDELINE—AND A GOOD ONE! Now’s the time to 
plant the idea in the farmer’s mind that there’s many a 
profit in an attractive roadside stand and come up with a 
choice of good-looking, well-thought-out plans for display- 
ing and selling fruit, vegetables, cut flowers. And now’s 
the time to go after cwners of old, weather-beaten stands 
to repaint, repair and put up new eye-stopping signs. 

You’ll be doing your whole community a service by help- 
ing to eradicate roadside eyesores. And you'll be doing 
yourself a good turn that spells extra profits. 


SALESMAKER OF THE YEAR: Lots of pro- 
motion pieces hit the basket the moment the recipient 
opens them. Or they’re good only for one week or 
one month of the year. But here’s one that pays divi- 
dends in good will and sales twelve months in the year. 

Get our your own handy-reference directory for your 





By Norm Advertising, Ine. 
New York, N. Y. 
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customers and prospects lising all kinds of people in 
business closely allied with yours; Prominent local 
architects, reputable contractors, real estate agents, 
banks, savings and loan association, reliable roofing ap- 
plicators, painters, plumbers, electricians, carpenters, 
masons and general repair men — where they live or 
work, and how they may be reached. 

Each one should be listed alphabetically under the 
appropriate heading —and on every other page of 
your directory, reproduce one of your best ads. A 
hard-selling roofing ad opposite the listing of roofing 
and siding applicators; a whooper-do of a modern- 
ization ad opposite your approved list of local car- 
penters. 





DON’T FORGET — Easter comes way early this 
year. March 28th. So hurry up your Easter displays, 
Easter ads and promotions. 

Here’s a made-to-order promotion to boost store 
traffic and the sale of pick-up items. To every lady 
buying $5 of merchandise or more, issue a free raffle 
ticket for a new Easter bonnet; and arrange with 
a local milliner to make up a bonnet to suit the win- 
ner’s whims and features. Be sure to set a ceiling 
on the cost though. 

This is a promotion that can be a lot of fun and 
get your yard talked about all over town, even if you 
run it for just a week or ten days. The big thing is 
to publicize it intensively so everyone knows about it. 

Raffle tickets might also be offered to men cus- 
tomers under the same conditions — with a ready- 
made hat of a well-known brand for the winner. 





NOTE-TO-THE-ALERT-DEALER: It’s not how big your 
ad is—it’s what goes in your space that counts. So never 
leave your advertising to inexperienced youngsters. The 
experience you pay for pays off! 





SALES BAIT: To create more impulse sales, bring 
more people in where you can sell them on the big 
jobs —run a special Do-It-Yourself ad on paint to 
touch up those venetian blinds, outside shutters, door- 
ways, mantel pieces, book shelves, window trim, 
kitchen cabinets, bookrails. 

The more items you suggest, the more customers 
will act. So jog their memories and open their eyes 
to the drabness and dinginess around them with good, 
hard-hitting, specific copy! 

And here’s another idea for the hopper! In a well- 
lighted corner of your store assemble all your mate- 
rials and implements for Do-It-Yourself jobs — paint, 
enamel, varnishes, waxes, brushes, hardware, repair 
kits and so on. Over your display, erect a big, colorful 
sign reading, PAINT ’N’ PUTTER SHOP — and 
promote it as such in your newspaper advertising. 
It’s names like this that catch on — and make sales! 
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"Direct from Our Own Forests aud Mills” 
MEANS MORE THAN EVER NOW! 


The recent acquisition of prime timberlands, the purchase of additional mills and our plans for 


new plants means we'll be able to meet tremendous demands for West Coast lumber products. 
















We manufacture 
and specialize in: 


Send us Your Tuguiries for 
PONDEROSA PINE, SUGAR PINE, DOUGLAS 


Furniture Dimension AND WHITE FIR, OR YARD STOCK 


Glued-Up Stock 
Cc ters’ and Special 
—_= pdt Y) : The Ralph L. 


Industrial Shook 


Address all correspondence to our Kansas City Office: 


Venetian Blind Slats 
Rails and Fascia 
Lumber Compan 
Ladder Stock P Y 


Ready-to-Assemble 
Furniture Parts 


1635 Dierks Building 
Phone Victor 4143 
KANSAS CITY 6, MISSOURI 


—in fact anything in 
West Coast Woods! 






Offers "EVERYTHING YOU WANT” 
in a SAWMILL, including 


FAST, BALL BEARING SMOOTHNESS of OPERATION 


STRENGTH through RIGID, ALL-WELDED STEEL 
UNITS & LIGHTNESS, affording EXCEPTIONAL 
EASE of PORTABILITY 


THE KENT "STURDI-MILL" 


Conforming in every respect with present 
day demands, the KENT Sturdi-mill embodies 
uncommon durability, comparative ease of 
portability and low operating and mainte- 
nance cost which combine to assure maximum 
return on investment. 


Non-friction, pressure grease lubricated 
bearings and the widely popular KNIGHT 
Dogs and Setworks assure smooth, fast, eco- 
nomical production and sustained accuracy 
in cutting. 





improved Original KNIGHT Dogs and SET WORKS 


Write for illustrated bulletin giving complete 
Portable Mills . . Edgers . . Cut-Off Saws . . Saws . . Engines . . details. 


Top Saw Rigs . . Log Turners . . Sawdust Conveyors and Blowers 
WRITE TODAY For ILLUSTRATED LITERATURE 


THE KE NT MACHINE Co., 115 Portage Trail, Cuyahoga Falls, Ohio 
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Western Retail... 


Industry-Engineered home program indorsed by convention 
resolution; H. W. Blackstock is newly-elected president 


ORE THAN 1,400 building 
products merchants from the 
states of Washington, Oregon, 
Idaho and Nevada turned out for 
the 45th annual convention and 
building material exhibit sponsored 
by the Western Retail Lumbermens 
association at the Davenport hotel, 
Spokane, Feb. 16-18. 

It was the first full dress con- 
vention since the war. More ex- 
hibits and exhibits of higher qual- 
ity were displayed than any year 
since the war. 

H. W. Blackstock, H. W. Black- 
stock Lumber company, Seattle, 
was elected president of the associ- 
ation. Vice presidents elected were: 
Harold Uglem, Home Lumber com- 
pany, Lewiston, Idaho; W. L. John- 
son, Boise Payette Lumber com- 
pany, Boise, Idaho; Ralph _ T. 
Howard, Swan Lake Moulding com- 
pany, Klamath Falls, Ore.; F. G. 
Mauser, Mauser Lumber company, 
The Dalles, Ore.; E. C. Schoene- 
man, Brownson Lumber company, 
Wenatchee, Wash.; R. E. Wert, 
Independent Lumber & Fuel service, 
Spokane; C. W. Johnson, Johnson 
Lumber & Fuel company, Brem- 
erton, Wash. 


ADOPT RESOLUTIONS 


ONE resolution adopted by the 
convention recommended “active 
support, further research and ex- 
pansion and promotion of the 
Industry-Engineered home for the 
purpose of developing better and 
less costly housing. A second reso- 
lution opposed the restoration of 
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controls on the grounds that “any 
additional controls would impede the 
production of lumber, building ma- 
terials and housing, promote price 
inflation and disrupt and retard the 
entire construction industry.’ Cop- 
ies of this latter resolution will be 
forwarded to congressmen repre- 
senting those areas served by the 
Western Retail Lumbermens associ- 
ation. 

In his talk, The World’s Lumber 
Business and Yours, H. V. Simpson, 
executive vice president of the as- 
sociation, defended the high price 
of lumber. He declared it is the 
only way to maintain high pro- 
duction. 


“The increase in Douglas fir pro- 
duction in 1947 over 1946 (7,306,- 
000,000 to a probable 8,000,000,000 
feet), asserted Mr. Simpson, “was 
brought about solely by relatively 
high prices, which made it possible 
to start new operations based on 
high cost timber, high cost plants 
and direct operating charges sub- 
stantially above the average for the 
older and more firmly established 
operations.” 


Mr. Simpon cited the relationship 
of price to production in Douglas, 
Jackson and Josephine counties to 
prove his point. In this area, he 
added, the timber is relatively poor, 
the terrain is rugged, local markets 
are small, by-product sales are lim- 
ited and transportation is limited 
to one railroad. Most mills are 


small with few if any facilities for 
remanufacture. 


Few of the high 










priced lumber items can be manu- 
factured by these mills. 


PRODUCTION STIMULATED 


YET, in 1947, these mills pro- 
duced 1,335,000,000 feet of lumber, 
an increase of 542 percent since 
1939. High prices, contended Mr. 
Simpson, brought out this produc- 
tion. Lumber producers in this area 
could not compete with those on 
Puget sound, Columbia river and 
other areas prior to the period of 
high prices, production figures 
show. In other parts of Oregon 
and Washington many new mills 
are also bringing in new produc- 
tion. 

“There is no exact yardstick,” 
continued Mr. Simpson, “by which 
the marginality of any given mill 
or mills in any given area can be 
accurately measured. However, | 
have analyzed the consolidated cost 
and return figures furnished West 
Coast Lumbermen’s association by 
a limited number of contributing 
mills and from this analysis | am 
convinced that a rule-of-thumb for- 
mula applicable to marginality can 
be expressed by assuming that one 
percent of the production of Doug- 
las fir will be forced out of produc- 
tion, for economic reasons, follow- 
ing each one per cent decline in 
price from current levels. 

“Obviously, this formula cannot 
be carried beyond a certain point 
because the best sawmill has a cost 
below which it cannot for long af- 
ford to operate.” 

Edward G. Gavin, editor, Amer- 
ican Builder, told home builder to 
quit apologizing about building 
prices and start bragging about 
low construction costs in his talk, 
Reasons for High Current Building 
Costs. 

“The price of building a home,” 
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Here's a quality item, Mr. Dealer, that is going over big wherever it has 
been introduced. For modernizing old homes and for new home side- 
walls. Attractive appearance. One job always sells others. Colors to 
suit. Last a lifetime. Carton-packed to keep stock in perfect condition. 




































































































































































Make friends with Fitite Cedar Shakes — and we'll make friends and 
— profits for you. Send for samples and folders — and start a wave of 
ail Fitite modernizing and new sidewall jobs in your community. 
Order enough Fitite Shakes to do a house or two in mixed cars with 
i Natural Shingles, Totem Handsplit Resawn Shakes and Totem Tapersplit 
ff: Shakes for roofs of beauty and durability. 
$s pro- { Send today for samples and literature. 
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at one are the excellent qualities accounting for Wal- 
Doug- lite’s rapid acceptance by a constantly increasing 
node number of dealers, contractors and builders. Con- 
isthe akfast Nook, sumers, too, are pleased with Wal-lite. For re- nis” tains SE cnn 
OHOW- Bath, Kitchen, 7 Wraiihan newed beauty of old walls and the enrichment 


ine in Recreation, reer Porch, of walls in new structures, Wal-lite has all the 4 Distinctive Patterns 








Butlers antrys oiiway an desired qualities and decorative features. a 
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_ Eiesty. ; : 10 Delightful Pastel Colors 
nolal ‘many others. Installs Easily - Quickly g : 
a cost ? RCIAL Wal-lite can be applied to any smooth dry wall and White 
ng af- ‘COMME Washroom, or ceiling surface quickly and easily. A_ fine 
Bath Kitchen, toothed saw does the cutting easily and applica- Dist Ry 
: Meat d tion is quick and permanent with Wallace Wall- RIBUTED y 
A mer- S board Adhesive No. 630. Three standard size 
der to panels eliminate much waste and unnecessary 
‘ilding cutting on the job. 
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wn | ee 3 EWALLACE MANUFACTURING CO. 
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At Wisconsin 





WILLIAM S. SCHEICK, Coordinator, University 

of Illinois Small Homes council: “Modular 

construction reduced I-E House wallboard 
application time 40 percent.” 





OTTO LIEBER JR., President, Lieber Lumber & 

Millwork Company: “Good newspaper ad 

must get attention, arouse interest, create 

desire, establish conviction and move readers 
to action.” 





WILLIAM D. JOHNSON, Tower-Hubbard Lum- 
ber Company: “Once on the job we get an 
opportunity to fully appreciate the concen- 
trated facts given us in the 30-day lumber 
dealer merchandising course.” 
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he said, “has risen substantially 
less than have other costs and 4% 
percent less than has the national 
average for all consumer products.” 
Mr. Gavin vigorously attacked the 
bureaucrats for their “scurrilous” 
campaign against the home build- 
ing industry. 

Tightening home building credit 
will not lower building costs in the 
opinion of W. C. Bell, managing di- 
rector of the association, pointing 
out that a steady flow of home con- 
struction is needed to level off costs. 


BELL SPEAKS ON CREDIT 

“IF financing to the builders is 
stopped or materially restricted,” 
declared Mr. Bell, “we may find 
that instead of halting inflationary 
trends we are actually contributing 
to inflation.” Mr. Bell emphasized 
that financing the builder during 
construction is as important as 
mortgage financing of the ultimate 
owner. 

“The price of older homes has 
decreased slightly in recent months. 
The major cause for this has been 
the supply of new homes being 
built. If this supply is cut off, it 
appears highly possible that the 
price of homes generally may see 
an increase in the next few 
months.” 

The case for the Industry-Engi- 
neered home was presented by Rob- 





Wisconsin ... 


ert A. Jones, who has handled the 
promotion of this project. Mr, 
Jones predicted that modular con- 
struction will eventually cut the 
cost of home building by at least 
10 percent. 


HITS FLANDERS’ REPORT 


ANOTHER speaker to rap the 
way Congress is handling housing 
was Graham Patterson, Philadel- 
phia, publisher of the Farm Jour- 
nal. He cited Senator Flanders’ re- 
port, if adopted, as the first step 
toward the government’s nationali- 
zation of the housing industry. 

“Twenty percent of the national 
income is in the home-building in- 
dustry,” said Mr. Patterson. “If 
the government could take that 
over, I doubt if we would ever get 
it back. 

“Senator Flanders says almost 
all home builders are _ inefficient, 
small scale productive units which 
would fail in any other industry. 
How can he make such a charge 
when he knows small builders build 
more than 70 percent of the coun- 
try’s homes?” 

Special convention events in- 
cluded a Paul Bunyan dinner at 
which President A. J. Huddleston 
was toastmaster. Mr. John G. Rid- 
land, British vice consul, Spokane, 
was the speaker. 


What to advise customers about building highlights 
the 58th annual Wisconsin association convention. 


UMBER AND BUILDING 

products merchants can ad- 
vise their customers this year that 
housing is a good buy now if (1) 
a major portion of it can be paid 
for with dollars earned today, (2) 
if the owner is not building for 
speculation, and (3) if the pur- 
chaser must choose between buying 
an old home or a new one, leaders 
of the Wisconsin Retail Lumber- 
men’s association told approxi- 
mately 3000 dealers at the associa- 
tion’s 58th annual convention held 
February 17-19 at the Milwaukee 
auditorium. 

The farmer can afford to build 
and should be encouraged to do so, 
Hawley W. Wilbur, Wilbur Lumber 
company, West Allis, Wis., stated. 
“The farmer runs a business and 
if he needs new buildings and 
equipment in order to produce food 
and other products more economi- 
cally in larger volume, he can go 
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ahead safely regardless of what 
prices may be several years from 
now,” Wilbur declared. 

“The average increase in hous- 
ing costs is still below the average 
commodity price increase. Even 
many of the line production items 
have increased in price more than 
a house, Association President 
C. K. Arp, Home Lumber and Fuel 
company, Elkhorn, Wis., reported. 
“The farmer’s dollar will buy more 
building construction than at any 
time in history; likewise, the fac- 
tory worker’s dollar will propor- 
tionately buy more housing than 
before the last war.” 

GIVE CUSTOMER FACTS 

“GIVE your customer the facts 
as to when you can make delivery, 
then store up the material for his 
particular job. Don’t: make prom- 
ises you can’t keep. Let’s make it 
as easy and as economical as condi- 
tions permit for the fellow who is 
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g:TOP" 
veB!2"” Door UNITS 


ry 


with Wood or Aluminum Doors 


te 


Give your customers ‘““Over-the-Top” garage door 
convenience at surprisingly low cost. If your 
plans call for standard openings 8’ wide x 7’ 
high, you'll find the No. 10 “Over-the-Top” 
Complete Unit... wood paneled door, complete 
with hardware... will do the job. Only 2” of 
headroom are required! Door is prefitted; even 
the holes are bored for bolts. Has automobile- 
type Handle-lock (catches engage on both jambs). 


Aluminum Door 


Popular 
The No. 17 “Over-the- 
Top” Aluminum Door 
Unit combines the light- 
ness and durability of 
aluminum, the strength 
and sound-absorbency of 
a sturdy pine frame and 
the smooth, effortless op- 
eration of ‘‘Over-the- 
Top” Door Equipment. 
For openings 8’ wide x 
7’ high, 8’ wide x 7’-6” 
high, or 8’ wide x 8’ high. 


You Can Specify “Over-the-Top” 
Equipment for Any Size Door 


For architecturally designed, custom-built doors, or 
doors heavier than 150 Ibs., the ideal solution is ““Over- 
the- lop” Door Equipment. Nineteen sets fit any size 
or weight door. Write today for free illustrated liter- 
ature on the complete line of “Over-the-Top” Door 
Equipment, including Wood and Aluminum Door Units. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


















Expert window engineering and the 
most modern metal window fabricating 
equipment are coordinated in the pro- 
duction of these fine, sparkling alu- 
minum windows. 


That's why even the most modest, low 
cost home can have windows that are 
built for the most luxurious. 


Erection is simple, too, and costs much 
less than for most other types of 
windows. 


PROMPT DELIVERY 


Send for full size erection details and “Thorn Products 
for the Home”. 


ALUMINUM WINDOWS 


J.S. THORN CO. 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS | PHILADELPHIA 52 P ENNA. 
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Model 18 


Rent a Hotchkiss 

Automatic Tacker 

with every sale of 
Roll-type Insulation. 


A Hotchkiss Automatic Tacker does 
more work faster and causes less 
fatigue. Just press down on the han- 
dle to operate. Hold the insulation 
in place with one hand and tack it 
with the other. No slips, no torn in- 
sulation or holes punched in it by 
missed hammer strokes. You can tack 
under eaves and in confined spaces 
where you can't swing a hammer. 


No need to look for tacks. The 
Hotchkiss model 18 holds strips of 70 
twinpoint staple tacks always ready 
for use. 


There's extra profit too, in the staple 
tacks you sell with the insulation. 
Besides this, many renters decide to 
buy the tackers because they find 
them so useful for dozens of other 
tacking jobs. If you are not carrying 
a stock of Hotchkiss Tackers and 
staples, write today for details and 
prices. 


tacker. 





OVER FIFTY YEARS OF EXPERIENCE 


The E. H. Hotchkiss Company has 
specialized in the manufacture of 
tacking and stapling devices for over 
half a century. 


THE En. MOLCKMEIS COMPANY 


. NNECTIECUT 
o// thots best in stapling” 


~w~ ORWALRL K 
“Pioneers in 
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The sketch at left shows 
how easy it is to tack in 
confined spaces with the 
Hotchkiss automatic 





going to build his own home,” 


Wilbur urged. 


Dealers must prepare to face 
greater competition in the month 
ahead, President Arp emphasized. 
“We must be ready by making our 
offices and stores the building head- 
quarters of our community, by re- 
arranging our yards for efficient, 
time-saving anc reduced handling 
costs, by providing training for 
employees, by keeping financing 
and installment selling on a sound 
basis, by developing package sell- 
ing, and by adopting other sound 
merchandising and _ advertising 
plans that will continue to put our 
industry into the forefront of the 
retail business.” 


Cost studies being made on six 
I-E homes under construction by 
the University of Illinois Small 
Homes council show that “the In- 
dustry-Engineered House program 
is worthy of the publicity it is 
getting,” William S. Scheick, co- 
ordinator of the council reported. 

Highlights of the 30-day retail 
lumber merchandising course, spon- 
sored by the Wisconsin association, 
were previewed by Graduate Wil- 
liam D. Johnson, Tower-Hubbard 
Lumber company, West Allis, Wis., 
and Instructors Otto Lieber Jr., 


Carolina... 


Lieber Lumber and Millwork com. 
pany, Neenah, Wis., and Ray VY. 
Gross, U. S. Gypsum company, 
Milwaukee. The two _ instructors 
previewed their lectures on Limbe; 
Dealer Advertising and Dry Wall 
and Wet Wall Construction, respec- 


tively. “‘A good ad should vet at- 
tention, arouse interest, create 
desire, establish conviction and 


move the reader to action,” |.ieber 
declared. 

In a debate, Should Cooperutives 
Pay Income Taxes, Richard M. 
Rice, Wisconsin secretary of the 
National Tax Equality association, 
upheld the affirmative and Erich 
Lenz, Wisconsin secretary of the 
Association of Cooperatives, the 
negative. Other highlights of the 
meeting included an address Dust- 
ing Off Some of the Principles of 
Salesmanship, by T. B. Stimmel, 
Chicago, Diebold, Inc., showing of 
the film By Jupiter, made available 
by AL&BPM, and the initiation of 
39 Hoo Hoo kittens. 

All officers of the association, in- 
cluding President Arp, Secretary 
Don S. Montgomery and Treasurer 
Joseph E. Richardson, Richardson 
Lumber company, Sheboygan Falls, 
Wis., were reelected. Michael Fer- 
rel, Stephenson Lumber company, 
Wells, Mich., was elected a director. 


William C. Godwin named president at Association’s 


25th annual convention 


VER 400 BUILDING products 

merchants gathered in 
Charleston, S. C., on Feb. 12-13 for 
the 25th annual convention of the 
Carolina Lumber & Building Sup- 
ply association. 

William C. Godwin, Wilmington, 
N. C., was elected president. Other 
officers elected were: first vice pres- 
ident, C. G. DeChamps, Spartan- 
burg; second vice president, H. G. 
Sherrill, Statesville, N. C.; third 
vice president, Louis C. Fischer, 
Charleston, S. C. 

H. J. Munnerlyn, Bennettsville, 
S. C., was elected national director ; 
E. M. Garner, Charlotte, N. C., was 
re-elected secretary and treasurer 
and Robert S. Hunt, Charlotte, 
field secretary. 

Norman P. Mason, president of 
the National Retail Lumber Deal- 
ers association, was a principal 
speaker on the program. He talked 


‘on The National Forecast. 


held in Charleston, S. C. 


Other speakers included Ray E. 
Saberson, trade promotion mal- 
ager, Weyerhaeuser Sales company, 
who talked on The Dealer’s Respons- 
ibility, and as Snark of the Uni- 
verse took an active part in the 
Hoo-Hoo concatenation. 

Dr. Ralph S. Meadowcroft, rec 
tor, Grace Protestant Episcopal 
church, was the speaker at the al- 
nual banquet held in the colonial 
dining room of Hotel Francis 
Marion. His topic was Rebvilding 
America. . 

The eve of the opening day 0! 
the convention was set aside to al 
low dealers to inspect the exhibits 
in the hotel ballroom. 

The convivial atmosphere «f the 


convention was marred by tlie al 
nouncement that President (eorge 


J. Cunningham, Columbia, hai bee! 
injured in an automobile acviden! 
en route to the convention. {le !s 
now recuperating. 
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Virginia... 


ers council, Inc., explain the In- 
dustry-Engineered Homes program, 
the 22nd annual convention of the 
Virginia’ Building Material associ- 
ation indorsed the program in a 





FTER HEARING David 5S. 
Miller, president, the Produc- 


formal resolution at its meeting at 
Hotel Roanoke, Roanoke. 

The two-day session, Feb. 19-20, 
was attended by 425 dealers. 

Forrest E. Paulett, W. F. Paulett 
& company, Scottsville, was elected 
president of the association, suc- 
ceeding Earl R. Hunt, Norfolk, who 
was elected to the National’s board 
of directors. 

Vice presidents elected were: 
S. L. Burrough, Tappahannock 
Supply company, Tappahannock; 
Earl S. Talbert, Winiker Lumber 
company, Danville; John B. Young, 
Edgar M. Young & Sons, Fred- 
ericksburg and Ernest L. White- 
hurst, Whitehurst-Wilbur company, 
company, Norfolk. Paul F. Rosen- 
berger, John W. Rosenberger & 
company, Winchester, was the only 
new director elected. 


MILLER TALKS ON I-E HOME 


OUTLINING the Industry-En- 
gineered Homes program from its 
inception, Mr. Miller predicted that 
5,000 I-E homes will be built this 
year. He described the program as 
the most comprehensive project yet 
attempted to cut building costs. 
He expressed confidence that the 
union building trades will agree to 
the use of labor saving devices in 
home building. 





In his president’s report, Mr. 
Hunt recommended that the incom- 
ing administration appoint a com- 
mittee to study the question of 
standardization of: building mate- 
rials, 


H. R. (Cotton) Northup, secre- 





lary-manager of the National Re- 
tail Lumber Dealers association, 
Washington, in his talk, The Na- 
tion! Forecast, urged dealers to 
make it plain to their customers 
that government controls will lead 
to reduced production, new black 
markets and higher prices. 

W. Albie Barksdale, director of 
the National Retail Lumber Deal- 
ers association, presented a travel- 
Ing bag to Harris Mitchell, sec- 
retary-manager, of the Virginia 
Building Material association, for 
his 20 vears of service to the asso- 
Clation. The convention closed with 
the annual banquet, floor show and 
dancing. 
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= Lowell is the name known to your 
customers, you can be sure of three important sales 
advantages: easy sales . . . profitable sales . . . 

repeal sales. Follow the example of dealers all over the 
country who make Lowell sprayers and dusters. 
their “lead line.’ Start now to pyramid your profits 
with Lowell and get all these extra benefits. 


@ FAST TURNOVER 

M@ COMPLETE QUALITY LINE 
@ SELECTED DISTRIBUTION 

@ ALL SEASON SALES 

@ FORCEFUL SALES HELPS 


STAUFFER 
DUSTER 





PENNANT 


CYCLONE 





COMMANDER 





ROTO-BLAST DUSTER 


PREMIER 


ay “Consider Lowell the best line 

ok oe I can stock because it brings OWE Li 

\a oa aia a a 
x in customers the year around. - 









A Lowell Dealer 
(name on request) 


DEPT. 63 , 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 


WORLD’S LARGEST MANUFACTURER 
OF SPRAYERS AND DUSTERS EXCLUSIVELY, 


There is 
ONLY ONE 
SPHINX 


and there is ONLY ONE 


INDIAN 





413 Main Street . 


. Bi & Hobbs Equip. Co. Duke E 
Fred E. Barnett Co, 2005 S. E. 8th Ave, Bingham, & Hobie Eauip 597 


PACIFIC COAST BRANCHES 
Hercules E t& Rubber Co. Mill & Mine Supply Co. 
43 annan St 2700 Fourth Ave. 
San Francisco, Calif. Seattle, Wash. 
Roy G. Davis Co. 
617 East 3rd Street t. 
Los Angeles 13, Calif. Klamath Fails, Oregon 


Yes sir, you can’t 
name a quicker or 
easier way to put 
out a blaze in its early stages than 
with famous INDIAN FIRE PUMPS. 
The last word in portable fire fight- 
ers, they do the job quickly and 
thoroughly. Use either clear water or 
properly formulated wetting agents. 


Base your fire protection program 
on INDIAN FIRE PUMPS. Once 
you have seen them in action you'll 
know why they are so often called 
the “one man fire department.” 








UTICA 2, N. Y. 


Fred E. Barnett Co. 


Portland, Oregon 


Send for catalog in* 
full color —it tells all 
about INDIAN FIRE 
PUMPS and contains 
many letters from 
enthusiastic users. 


CANADIAN AGENTS: 


Vancouver, Canada 





it Co. 
Duke St. 
Montreal 5, Canada 













Making Repairs with Masonry 

(Continued from Page 72) 
mouldings, sash, frames, cornice, 
ete., with modern frames, sash and 
picture windows. 

Stone work normally can be im- 
proved in appearance by careful 
cleaning with acid, removing old 
joints, and re-pointing with white 
cement. Replacement of — sash, 
frames, cornice and removal of ob- 
solete ginger-bread will result in a 
surprisingly pleasing improvement. 

REPLACING OLD EXTERIORS 

WHEN a customer wants to re- 
place an old exterior with masonry 
treatment, over-coating by the use 
of asphalt paper and metal mesh, 
either separately or in combina- 
tion, is the first step. Two coats of 
integrally waterproofed cement 
plaster are applied to a thickness 
of approximately “,-inch and fin- 
ished with stucco, texture finish, 
or a simulation of stone to com- 
pletely alter the exterior. Stream- 
lining by use.of new sash, picture 
windows, new porch columns, re- 
moval of wide cornices, brackets, 
etc., will improve the final result. 

Rabetted stucco moulding will be 
required around all door and win- 
dow frames to accommodate the in- 
creased wall thickness. Brick ve- 
neer may also be used. However, 
this requires an added foundation 
footing and considerably more la- 
bor around frames. 

While the 15 items discussed will 
not wholly combine with package 
pricing, knowledge of them pro- 
vides the dealer with practical, 
factual information that allows him 
to advise correctly customers on 
the best methods and practices. 

This article concludes our super- 
visory helps on masonry. In forth- 
coming issues, we will deal with 
carpentry—the most important sin- 
gle factor in the small home con- 
struction industry. 
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OW AVAILABLE 
UGH ASH ||MAHOGANY 


LUMBER and LOGS 


BIRCH PLYWOOD 


CYPRESS... 


Southern Hardwoods... 


DIATE | DIXxAIE 


I goa COMPANY INC. ||| LUMBER COMPANY INC. 
on 4 8201 Fig St. New Orleans,La. | 














500 to 1500 Feet Per Hour 
Write for bulletin. 


LANE FEATURES a 
that mean MORE PRODUCTION 
© Powerful Feed Works — Faster Feeds 

® Ball and Roller Bearings Thruout 

® Accurate Setting Device 

— the millman’s favorite “Set” 
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Playing It Safe 

E SEE BY the papers that 

Marshall Field & company 
now have a reserve of $7,300,000 
set aside as a provision against a 
possible slump in inventory values. 
Pretty nice to have the pending loss 
all paid for before it occurs! 


Each day it becomes more and 
more apparent that the responsi- 
bilities of peace are far greater 
than the responsibilities of war. 


¥ 


How Much? When? 
PEAKING OF potential in- 
ventory shrinkages, as is the 

common practice these days, the 
moot question is how much will in- 
ventories decline in value and when 
will the slump come? 

All agree that most goods can- 
not remain indefinitely at present 
prices. Few will predict how much 
the shrinkage will be. One man’s 
guess is probably as good as an- 
other’s when it will take place. How 
much? and When? mean furrowed 
brows. 


Freedom isn’t free. It’s something 
that must be earned if it is to be 
enjoyed. 


Field's Figures 

N FIELD’S annual report, in- 

ventories at the close of 1947 
amounted to $26,568,539. The re- 
serve against shrinkage, as stated 
above, is $7,300,000. That estab- 
lishes a percentage ... at least as 
far a Field’s is concerned. 

But, regardless of what Field’s 
figures may be, the point is that it 
is wise to make provisions in ad- 
vance for the rainy day that is sure 
to come sooner or later. 

% 


CHANGE IN APPROACH: Some 
of these days it will be “What's 
your price?” instead of “Please, 
Mister, have you got it?” 


* % * 
Doing It the Easy Way 
6¢6— ET ME SHOW you how easy 
it is to write a good news- 
paper ad,” said the lumber dealer 
who opened a scrapbook contain- 
ing a large variety of classified 
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proof sheets. “Most of the ready- 
made ad mats I receive are too 
wordy. Not enough white space. 
So I pick out a good clear cut for 
the illustration. Next I search the 
proof sheets for a stopper heading. 
Then I cull out several concise 
sentences containing the salient 
sales features. Price comes next 

. . at so much per month, if the 
amount is sizable. Our name plate, 
with slogan, telephone number and 
address, is last. The white border 
makes the ad stick out like a sore 
thumb” 

And so it did! We were surprised 
at the uniformly high-grade ap- 
pearance of the dealer’s newspaper 
advertising and how quickly he was 
able to turn ads out. 


Despite the fact we have more 
blessings than any other nation, 
we have acquired the reputation 
of being the world’s greatest fault 
finders. 


Somebody Is Building Them 
EARLY 850,000 homes were 
completed in 1947, despite the 

acute shortages of building ma- 
terials and man power. Seems to 
us that this showing is something 
to be proud of, even though it 
didn’t supply in a few months the 
pent-up demand that had been ac- 
cumulating for several years. If 
we had the necessary materials and 
labor to provide all needed homes 
in a single year, what kind of a 
mess would we be in later on! 
There would be such a surplus of 
everything nobody could operate at 
profit. 


pe) 


€ 
« 


Unfortunately we are not as prone 
to point to our industrial achieve- 
ments as our critics are to em- 
phasize our errors. 


%& 


lt Was Easier Then 
UR BIGGEST HOME building 
year was back in the ’20’s 
when we constructed something 
like 937,000 units in a single 12- 
month period. That was good go- 
ing. However, there was then 


plenty of everything and homes 
were far less complicated than to- 


day. An even more important point 
is that the best seller of those days 
couldn’t possibly be included in that 
category in 1948. Changes in heat- 
ing plant, kitchens, window ar- 
rangements, laundry and other ac- 
cessories have kept pace with evo- 
lutionary improvements in every- 


thing else. 


“Are you still bothered with short- 
ages?” the merchandising manager 
of a department store was asked. 
“That’s still a problem in some 
lines, but our big trouble is that 
our sales force won’t even try to 
sell what we have!” he replied. 


Believe It Or Not 
HILE WE ARE on the sub- 
ject of salesmanship (or the 
lack of it, we might as well relate 
the experience of a friend who tried 
to buy a garage. He called on four 
companies, spent from 20 to 30 
minutes discussing garages which 
had been advertised, asked ques- 
tions, looked interested. His re- 
port: “Nobody asked my name, 
Whether I had any © property, 
whether I wanted a one- or two-car 
garage, Nor did anyone ask me to 
place an order.” 
We might .add that none of the 
aforesaid outlets were — lumber 
yards. 


THOUGHT FOR BUDDING 
YOUNG SALESMEN: If you will 
constantly study and learn how; 
if you will consolidate that knowl- 
edge with practice; if you will con- 
firm it with experience and trim it 
with courage . « ¥OU NEED 
FEAR NO PROSPECT OR CUS- 
TOMER. 


The Great Guessing Game 
IFFORD PINCHOT, chie! of 
Forest Service, in 1909 said: 
“We have all but reached the end 
of our forests. ... We have in store 
timber enough for only 20 or 30 
years at our present rate of use.” 
In 1946, 37 years later, we pro- 
duced 33 billion feet, which did 
not include pulpwood and. other 
products, and had plenty of timber 

left. 

These facts and plenty of others 






March 13, 1948, AMERICAN LUMBERMAN © 














wren 
ue 
5 BS: 
RSV 
Gy 


> point 
e (lays 
n that 
. heat- 
W alr- 
ier ac- 
h evo- 
every- 


hort- 
lager 
sked. 
some 
that 
ry to 
lied. 


e sub- 
or the 
relate 
9 tried 
n four 
to 30 
which 
qques- 
is re- 
lame, 
yperty, 
WO-Car 
me to 


of the 
umber 


ING 
will 
how; 
10Wl- 
con- 
im it 
EED 
CUS- 


1e 
ief of 
) said: 
he end 
} store 
or 30 
use. 
e pro- 
h did 
ther 
Fimber 
otners 








TAN ro 





cs 


AB 





| (6,000 feet of lumber 






This 
MODERN 
MAGIC 


is allin the 


Two generations of experience, of ''know 
in quantity production of quality 
lumber products, are back of the modern 
magic of production efficiency of our 


how'' 


new Lincoln Lumber Company mill. 


This newest Dixon mill, located on the 
|51-mile backwaters of the Grand Cou- 
lee Dam in Washington, will start capac- 
ity production of 16,000 feet an hour in 
May. This will help us cut deeply into 
our big backlog of orders—but, at none 
of our plants will we ever cut the superior 
quality of Dixon products! 


THE DIXON INDUSTRIES 
CRANT sg GRANT DIXON. JR HAL R. DIXON 


YENT VICE-PRESIDENT TREAS- MANAGER 


E ‘ail wwe, \ 
a % oo 
ee Wy 
ye wa’ get josh 


\ ae \°S ie bane “nt 


WESTERN PINE ASSN.— PONDEROSA PINE WOODWORK 
NATIONAL DOOR MERS. ASSN.— NATIONAL WOODEN BOX ASSN. 


nit 
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Something NEW- 
Ship Your Sash 


You are 








LOOK at these Big 
Outfits Who Use 


and Swear by 


Arm Ylage 


NO KICK-BACKS EITHER 


NO CROWDING the production 
line — NO shipping delays with 
ARM-GLAZE’d sash! 


This remarkable Armstrong glaz- 


ing compound establishes a perma- 
nent bond immediately upon being CURTIS 
applied. After that—because it re- COMPANIES, INC. 
mains always elastic, it absorbs all 
shocks of delivery and years of ANDERSEN 
—— CORPORATION 
You can ship ARM-GLAZE’d sash 
at once, and never is expensive re- GEO. SILBERNAGEL 
conditioning required EITHER at & SONS Co. 
the dealer’s or on the job. 
Add these economies together and ROCKWELL 
the trifling more you pay for ARM- MFG. CO. 
GLAZE is definitely small indeed. ROCKY MOUNT 
MFG. CO. 








SELL 
“—-” 


Companion Product 


Armstrong's No. 33 
Glazing Compound mer- 
its a place in your 
packaged goods dept. 
It’s like ARM-GLAZE 
plus one more feature: 
it won’t even dry out 
in an opened can. Sell 
“*33"" for small glazing 





“TRY it—cet Free 


Sample — Make Any 
Test You Care To! 


Note big operators now using ARM- 
GLAZE, as listed above. You, too, 
should welcome the economies we make 


tom Lig 


jobs, repairs, to home possible. Write today to nearest Arm- 
handy-men. It's defi- strong plant for FREE sample — 
nitely far ahead of enough ARM-GLAZE to make every 
any putty. 


conceivable test. 











ARMSTR 


4065 So. LaSalle St. 
felt a-1-[-) 


COMPANY 


241 So. Post Ave. 
Detroit 


319 So. Crowdus St. 
Dallas 
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of interest to lumber dealers are 
included in a booklet Our Abund- 
ant Forests, produced by National 
Lumber Manufacturers association, 
Washington, D. C. Better write for 
a copy. 
x %* * 
The Farm Scene Changes 

I 1930, 42 per cent of farms were 

operated by tenants. By 1945 the 
figure had dropped to 32 percent, 
according to Rural Marketing. Pre- 
sumably a great many others wish 
they were there despite the fact that 
farm wage rates have averaged 


about 8 per cent higher in 1947 
than in 1946 when they were 321 
per cent of the prewar average. 
Less manpower means more ma- 
chines or vice versa. 

Interesting, too, is the fact that 
farms are getting bigger. The av- 
erage farm for the country as a 
whole is now 50 acres larger than 
25 years ago, 20 acres larger than 
5 years ago, according to the same 
publication. Today, over half of 
the farm land in the country is in 
farms of 500 acres, compared with 
only a third in 1920. 











Lumber That Comes From 
Good Quality Logs 


There’s an old saying that a river can rise no higher than its 
source. The same thing is true in lumber. Its quality can be no 
better than the logs from which it is sawn. A-Y is fortunate in 
having a choice stand of Ponderosa Pine timber that maintains a 
steady flow of excellent quality logs to the mill—enabling A-Y to 
maintain a flow of high quality lumber to its customers. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine A sc ba torn 





Prineville, Oregon 





Same Wave Length 
N ATTEMPTING to make sales 
we often are not on the same 
wave length with our prospective 
customer. 

Rastus, who was being ques- 
tioned at great length in the 
judge’s chambers as to how he suc. 
ceeded in robbing a hen roost that 
appeared tg be safeguarded to the 
point where the chickens were 100 
percent safe, replied: 

“Judge, if. you’se intendin’ to 
engage in any rascality, I'd sug- 
gest you stick to the bench where 
you’se belong!” 

s 

The lumber yard is one of the 

most interesting places of busi- 


ness in town and the least 
known to the general public. 


Looking Toward the Future 
AYES-LUCAS Lumber com- 
pany, line yard company op- 
erating in Wisconsin, Minnesota, 
South Dakota, believes in_ sales 
training and proved it recently by 
bringing some 30 or 40 of its as- 
sistant managers into headquarters 
for a weeks’ course in_ products, 
services, salesmanship, estimating 
and other phases of lumber yard op- 
erating. Later on a “refresher 
course” will be organized for their 
regular yard managers. The com- 
bination of the two represents effi- 
cient preparation in order to better 
cope with the problems of the 
highly competitive future. 
x *% 
Today is the time to make to- 
morrow’s customers. 


% * 


Put the Blame Where It Belongs 

A GOOD AD in a poor newspaper 
can get results, but a poor ad 
in the best newspaper in the world 
will never click. It’s what you have 
to offer and the way you say it that 
determines the results you obtain, 
despite the fact that it is the all- 
too-common practice to blame the 
newspapers for what doesn’t hap- 
pen. 
x % % 

Governor Dewey recently hit the 

nail squarely on the head when he 

said: “Where a unit of govern- 

ment spends tax moneys which 

it does not raise, irresponsibility 

and waste are inevitable.” 

* %* % 
Something to Shoot At 
T HE MOST important factor in 
the industry-engineered house 

project probably does not exist 
the immediate values which have 
already accrued (in the house it- 
self) but in the fact that related 
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20a For Truly Fine Hardware, Specify 
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\\ “hor —- ry NN Y w ‘ % Because the general use of rot-proofing and 


mildew-proofing preservatives is compara- 


tively new, we are frequently asked “How much 
should | stock?” 
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INTRODUCTORY ASSORTMENT 
Here is our recommended introductory order. 


24 1-Quart Cans assorted for the preservation of 
ngs : . . wood, fabrics and rope. 

‘spaper eam ee} 6 1-Gallon Cans assorted for the preservation of 
oor ad . wn _— wood and fabrics. 

» world =v | lUltiCwW — Io 

i ae — LIST PRICE $49.70 DEALER PRICE $33.13 
it that e me r 3 cartons to shipment. Weight 108 lbs. Freight prepaid 
obtain, ae. Ss oe on all orders over 100 Ibs. 

the all- . 
me the 
*t hap- 


With this order we include 225 4-page, envelope size 
descriptive folders and 1 each counter display cards 
of Cuprinol for Wood and Cuprinol for Fabrics. 


' Cuprinol is being regularly advertised in 1948 in Better 
t the 2G . ' Homes & Gardens, Florists’ Papers, Marine Papers and 
en he aa . Hunting and Fishing Magazines. 
>vern- at a } 
which ae we 8 a Ass 
ibility ‘ * 4 ; } od CUPRINOL Division, Darworth, Inc. 

et. * : 53 Maple St. Simsbury, Conn. 


Mail the Coupon for this Introductory Assortment 


; CUPRINOL Division, Darworth, Inc., 53 Maple St., Simsbury, Conn. 

t Pe a 4 , i Kindly ship me, under regular terms, your $33.13 introductory 

ctor in { es i . a. ke , offer. 

1 house se NAME 

xist in 

h have * Send for complete illustrated catalog 376A 7 

use it- cat 
related SLAYMAKER LOCK CO., Lancaster, Pa., U.S.A. 

C 





ADDRESS 
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industries now have a_ definite 
rallying point upon which to level 
their research guns. Heretofore 
there has been no such target, with 
the result that the firing has been 
pretty much in every direction. 
There will be those who expect 
too much, too soon. It’s not that 
easy. The best is yet to come and 
it will keep coming down through 
the years... if the far-flung com- 
ponent parts of the home building 
industry (principally the manu- 
facturers of building materials) 
will keep their respective eyes on 


the ball instead of barging off again 
in every direction. 
Why Not Reverse Buying Habits? 
BUSINESSMAN, whom we ad- 
mired, died a few days ago. 
We shall miss him greatly—not 
because we knew him personally, 
but because of his sane pronounce- 
ments. 

During the depression of the 
thirties, he used to point out re- 
peatedly that the majority of peo- 
ple still had incomes which enabled 
them to buy things they needed at 
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A Few Items For 
Prompt Shipment 


1x6&8" R/L No. 2 Common AD 
YP Boards and Siding 


2x648" 8/16° No. 2 & Better 
AD YP Dimension 


Also good stocks in 18 & 20’ 


Dimension 


a 
Ba1e AON BEE: 


All of our 2x6 to 2x10” 8/16’ 
Dimension is henceforth be- 
ing shipped Medium Grain 
or Better for density. 
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For 52 years Scotch lumber has 
been satisfying exacting buyers. 
Our. company prides itself on 
the quality of its manufacture, 
its drying and grading. 
who like a quality service will 
like Scotch lumber. 


Buyers 
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SOUTHERN PINE e@ 


FULTON, ALABAMA 
Member 


SOUTHERN HARDWOODS 


SPIB and NHLA 
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the lowest prices in history. Yo! 
they stood by and postponed theiv- 
purchases until they had to pay a. 
great deal more. 

“There would be no depression if 
normal people would only act nor-: 


mal,” he used to say. “Instead, 
they take to their heels, pull in 
their horns, fire their salesmen. 


cancel their advertising and decide 
to wait it out. The time to buy 
things is when you can get them 
for nothing, but strange to say, 
that is when nobody wants ‘them 
and nobody tries to sell them. To- 
day, with prices at all-time highs,. 
customers are forming in lines try- 
ing to buy something. It doesn’t 
make sense!” 
% * % 
The Scene Changes 
LOWLY BUT surely (and in 
\— some cases not so. slowly, 
either) the supply lines are filling 
up. Prewar models are hard to 
move. Advertising pages in the 
Magazines are more interesting 
than ever. The new is on the way. 
Don’t be discouraged. Progress 
is being made despite discourag 
ing delays. Some of these days 
we'll solve the housing problem, 


too. Only question is: Will lum- 
ber dealers sell them? 


x * 


Hard to Figure Out 
HE HOUSE THAT costs you 
$14,128 in Newark or East 
Orange, N. J., costs you $8,180 in 
Columbia, S. C., according to Dow 
service. A variation of $6,000 for 
a home of the same specifications 
seems to be a bit breath-taking . 
and difficult to justify. The differ- 
ence in cost in other cities is not 
as great but still far too much to 
make it easy to explain to the un- 
fortunate home owner who is forced 
to sell at $10,000 in Portland, Me., 
and pay $13,195 for the same house 
in New York, St. Louis, Toledo or 
Dayton, Ohio. 
* *& } 
The most tiresome job in the 
world is doing nothing. 
e « 


Fewer Are Feeding More 
NE OF THE THINGS that 
makes us bullish on the farm 
building market is this: 
In 1920 our farm population was 

30 percent. By 1947 it had droppe< 
to 19 percent. Fewer people feed 
ing more people (to say nothing 
of export needs) calls for a radica! 
revamping of practical farm struc 
tures. 

New methods, farm mechaniz:i- 
tion and other equally revolution- 
ary changes make today’s farm 
plant obsolete. 
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| MALL TOOL COMPANY 








the “Know How’ 


Since 1884 we have been satisfying 
the needs of many lumber buyers. 
Our years of experience have justi- 
fied our belief that we can do a 
satisfactory job for you, too. 





Manufacturers and Wholesalers 


CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 





WE OFFER!!! IMMEDIATE SHIPMENT 


#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 


teeta tad 1. cA lx 
2% 4, 2% 6 2 xB, 2 2 10, 2.x 12 


FOR QUICK DELIVERY CHECK WITH US 
FOR ITEMS IN TRANSIT— 


PROMPT SHIPMENT 





5 Cars 2x 4— 8 2 Cars2x 6—I6 
2 Cars 2 x 4—10 2 Cars'2 x 6—18/20 
2 Cars 2 x 4—12 2 Cars2x 8—I2 
2 Cars 2 x 6—I2 2 Cars2x 8—I4 
2 Cars 2 x 6—14 2 Cars2x 8—I6 
3 Cars 2x 8—1I8/20 


2 Cars 2 x 10—12 
3 Cars 2 x 10O—14 
3 Cars 2 x 1O—I6 


COMPANY 


PINE HILL, ALABAMA 








Every cutting job 
—cross-cutting, 
ripping, dadoing, 
angle cutting, bevel 
cutting, multiple 
culling, mortising, scoring, or cutting light gauge metals 

can be done faster ... better . . . cheaper with an 
Electric MallSaw. Clean, quick, accurate cuts save time 

provide square board ends . . . assure better fitting .. . 
eliminate waste. The Model 70 MallSaw has a 21/,” ea- 
pacity on straight cuts; the Model 86—27%”. Larger and 
smaller models are also available. All are equipped 
with powerful Universal motors. Other Mall Portable 


Power Tools include MallDrills, MallPlanes and Mall 


Power Saws. 


Ask your Jobber for these nationally advertised products. 


POWER TOOL DIVISION 


7733 South Chicago Avenue 
Chicago 19, Ill. 
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RAINY LAKE LUMBER CO. Ltd. 
Sales Office: 
2020 Chicago Title & Trust Bidg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 
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Spring Demand 
for Western Woods 
Looks Active 


Buyers continue to press your Western 
Wholesalers for early shipments of West- 
ern Woods — and current indications are 
that the Spring season is likely to con- 
tinue an active one. 

In spite of severe winter weather in many 
parts of the country, building appears to 
have maintained unusually well—and re- 
ports from some eastern centers are that 
building permits thus far in 1948 have 
been unusually high. 

Your Western Wholesalers are doing 
everything possible to care for customers. 
They’re doing their level best to locate 
the stock customers desire, but even re- 
sourcefulness and energy can’t always 
make up for scarce items. 


Morrill & Sturgeon 


Lumber Co. waves 
Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - ee 














one ‘Market St. § “om ii 4 Cal 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 








Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 
Riverside 4335 
Duncan Lumber Co., Inc. 
White Bldg., Seattle |! 
Specializing in dimension and boards. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
Portiand 4, Oregon 





Main 6954 














| 


Roof Framing Square 


With a new automatic framing 
square, it is said roofs can be fig- 
ured more accurately and in less 
time. Combining the principles of 








a framing square and a slide rule, 
the tool automatically solves all 
roof framing problems and _ pro- 
vides a pattern for marking all 
cuts so that the operator needs 
only to know the width of the 
building and the pitch of the roof. 
The all metal tool has a jacknife 
blade with rafter tables incorp- 
orated on either side which en- 
ables the user to determine the 
rise per foot run and length of 
rafter at a glance. Raising the 
blade until the indicator is opposite 
the rise per foot run selected, auto- 
matically provides an accurate pat- 
tern for both plumb cuts and mitre 
cuts. For more complete informa- 
tion write Lloyd L. Crowley, Dept. 
AL&BPM, 1880 South 12th street, 
Salem, Ore. 


Welded Farm Rafters 


A new booklet describes the vari- 
ety of farm buildings that have 
been designed using welded wood 
rafters. There are barn rafters 
which provide continuous roof and 
sidewall and others for the roof and 
part of the wall for those who 
prefer masonry walls. There are 
several styles for these two types. 
Other rafters are designed for 
combination corn crib and gran- 
ary, open front machine sheds, and 
several styles of brooder houses. 
Also described in the book are -pre- 
assembled hog house, pre-assembled 


utility ‘building, pre-assembled 
brooder house, garage and cottage. 
For a copy of this illustrated, in- 
formative book write Super-Struc- 
tures Inc., Dept. AL&BPM, 1015 
Jefferson avenue south, Albert Lea, 
Minn. 


New Velon Colors 


Velon insect screening is now 
available in three colors — forest 
green, bronze brown and aluminum 
gray. It is said to be color fast 
and easy to clean. It cannot stain 
frames or houses and since the 
color is an integral part of the 
plastic it will not discolor or fade. 
It does not need to be painted and 
it can be cleaned with a garden 
hose. For more complete informa- 
tion write Firestone, Dept. AL& 
BPM, Akron, Ohio. 


Heat Resisting Aluminum Paint 


Production of Heatrem, a new 
high-heat resisting aluminum paint 
has been announced. It is made 





specifically for use on exterior «nd 
interior metal surfaces where t«m- 
peratures reach 1500 degrees or on 
any wood, brick or concrete sitI- 
faces exposed to extreme heat. -\c- 
cording to the manufacturer, Heat- 
rem actually fuses with metal sur- 
faces to form a permanently bright, 
elastic finish that resists moisture, 
corrosion, acids, alkalis and indus- 
trial fumes. Heatrem is said to 
set up in four hours and dry com- 
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(ieo.J.Silbernagel 


1 WHOLESALE DISTRIBUTOR 


; of 


i West Coast Lumber 


and 


: Lumber Products 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 


SPECIALIZING IN 

| PONDEROSA PINE 
| AND 

, 

i DOUGLAS FIR 
| ¢ LUMBER 

’ 

@ MILLWORK 

| ¢ MOULDINGS 

e SIDING 

e FLOORING 
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Versatile Comets make many cuts—make 
them with sustained high accuracy, and at 
extreme speeds. All the Comets can be swiveled 
into the various cutting positions with practi- 
cally no effort. Rugged Comets are so perfectly 
balanced that they can be manipulated with 
very little more than finger-tip pressure. Use 
the best—use Comets. Order from your dealer 
or write direct. — 









103 
















plete overnight. It is packaged in 
5 gallon, one gallon, quart, pint and 
half pint cans. For more complete 
information write Speco Inc., Dept. 
AL&BPM, 3142 Superior avenue, 
Cleveland 14, Ohio. 


Steel Door Frame 


It has just been announced that 
the Aetna FR frame, a one-piece, 
all welded steel 
door frame de- 
signed for low- 
cost housing, 
has been com- 
pletely stand- 
ardized. Com- 
ments and sug- 
gestions from 
dealers and 
builders 
throughout the 
country are said 
to have been 
consolidated into a complete analy- 
sis and the new frame is the result. 
It is said to be designed to fit every 
standard thickness of wall. A new 








folder contains specifications, in- 
stallation details, the standard sizes 
and features of the new frames. 
For copies of the folder and further 
information about the frame write 
Aetna Steel Products corporation, 
Dept. AL&BPM, 61 Broadway, 
New York 6, N. Y. 


Exterior Masonry Paints 


Complete data on the relative 
durability and performance of four 
general classes of masonry paints 
have recently been published by the 
National Bureau of Standards. In 
recent years, the extensive use of 
porous masonry building materials 
has increased the need for more 
complete information regarding the 
durability of water-repellent and 
decorative finishes for such sur- 
faces. To provide comprehensive 
data on this subject, exposure tests 
extending over a six-year period 
were made on a number of com- 
mercial masonry paints by bureau 
chemists. The book is illustrated 
with pictures, charts and tables 
For a copy of Paints for Exterior 
Masonry Walls, (BMS 110) send 
15 cents to the Superintendent of 
Documents, U. S. Government 
Printing office, Washington 25, 
D. C. 








New Butt Gage 


The new and improved E-Z mark 
butt gage, a unique wood working 
incising tool designed to standard- 
ize, simplify and speed up the 





hanging of doors is now being 
made. Manufactured in two basic 
sizes, 34% and four inches, each 
butt gage is basically a steel die 
furnished with a curved handle. 
The three sides of each gage are 
precision formed to chisel cutting 
edges, accurately ground and 
honed. The gage is placed in posi- 
tion on the edge of the door and 
tapped strongly with a hammer. A 
clean-cut, deeply etched profile re- 
sults. The same operation is re- 
peated on the jamb and the door 
is about ready for hanging. Pack- 
aged in leatherette cases, with pro- 
tective wooden knife edge blocks 
and full instructions, the gages are 








THEN RECOMMEND 


TIDEWATER 


RED CYPRESS 










for 
LUMBER 
VENEERS 
DOWELS 
BOBBINS 












.-.and all wood prod- 






































ucts, rough or smooth. Step 
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TERMITE RESISTANT F sat heavy pines. Structural grades of — 
resistant to termite destruction known strength and stiffness are eee 

ding to the U. S. Department ; — 
wy nl ema cee INSURE AGAINST GREEN LUMBER |: 

NATURAL GRAIN (Natural grain ° 

DECAY RESISTANT (Nature has and texture lends beautifully to . . » test moisture as low as 0% fe 
pas oad cain Caen el "oe a ie interior panneling and finishing.) - é : z feat . Saves 
other weods through ortificiel in- Avoid errors which result in warping, shrinking, cracking and other alien 
duction of preservatives.) EFFECTIVE FINISHES agro all failures due to improper moisture control. Test flat, curved, — or = = 
stains, paints or enamels. No de- irregular materials—i ithout marring surfaces. “ins 

STRUCTURALLY STRONG (General parture from standard finishing ee ee Se aan ae ° gee 
strength lies between light and procedure required.) Moisture Register gives you accurate tests from high percentages feed 


to lowest ranges at the press of a button. Based on the principle © 
high frequency, power absorption, there's a model to meet your re- 
quirements. Completely portable—easy to use. No points to break 
off or mar surfaces. 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


“O=> Tidewater Gren 


RED CYPRESS SSS 


Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


4237 DUNCAN AVE. * ST. LOUIS 10, MO. * NEwstead 2100 


Write today for complete information, specifying type ot material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 
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Woodmaster 34" or 34" 





Capacity 
Practically a complete woodworking shop in itself... the Wood- 
master does all types of simple, compound, angle and miter cutting. 
Its uses are limited only by imagination of the operator. 51”x39%” 
table provides large, practical working surface and adjustments 


are easily made from exterior of frame in a matter of seconds. 


The H & A 6” Jointer, H & A 14” Band Saw and H € A Electric 
Siving Cut-Off Saws are also available. Write for complete in- 
ormation ow these H & A Quality Woodworking Tools, 


Heston &@ Anderson 


Established 1921 


— ages = Kirkwood St., Fairfield, Ia. 
Majestic 






























BUILDING NECESSITIES 


featuring the smoke-free 


CIRCULATOR 
FIREPLACE 


Step up your profits with this 
budget-priced fireplace pack- 
age. The Majestic Circulator 
is a strongly built, all-metal 
core that fits any mantel 
structure. Sends SMOKE- 
FREE heat to all corners of Pat. No 
the room. The heat can even 2363026 
be piped to other rooms. So MpeTene: 
Saves high-cost furnace oper- 

ation in chilly fall or spring. Serves as sole source 
of heat for small homes in mild climates. The ready- 
to-install Circulator has all necessary operating parts 
built in, including dome damper with patented, easy- 
to-use poker control. Prompt delivery on all sizes. 
Send for details now. 

















The Majestic Co. 


840 Erie St., Huntington, Ind. 


















Majestic Building Products— nationally 
known and advertised for over 40 years. 
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' oc A door knocker | 
3 mae is a small part of 
Builders Hardware 
but a big part of a door’s beauty. 
More important, a knocker added 
to customers’ orders can add ap- 
preciably to sales volume. The 
time-honored designs shown 
are only a small part of the com- 
plete cycle of Sager stylings in 
period hardware. They are cor- 
rectly colonial, and are molded 
from solid brass and bronze, to 
harmonize with varied home 





“types and architectural themes. 


Here’s extra beauty for every 
home. And extra sales for 
every Sager dealer. For 
every home can afford a 
Sager Door Knocker. 


NORTH CHICAGO e ILLINOIS 
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available singly or in sets. For 
more complete information write 
E-Z Mark Tools, Dept. AL&BPM, 
30x 8377, Loss Angeles 16, Calif. 


Kitchen-Kraft Dealer Chart 


A striking red and black broad- 
side, 24x36 inches, entitled Dealers’ 
Choice and displaying the entire 
Kitchen-Kraft line of sink, floor and 
wall cabinets, has just been issued. 


The broadside stresses “quality 
merchandise, moderately priced 
and quickly delivered.” It shows 


how a kitchen is erected in three 
work centers, or may be installed a 
unit at a time. It also includes a 


list of features and describes de- 
tails of sales aids which are avail- 
able. It may be used for ordering 
units. For more complete informa- 
tion write Midwest Manufacturing 
company, Dept. AL&BPM, Gales- 
burg, IIl. 


Cabinet Lock Merchandiser 


The new Corbin A-l merchan- 
diser actually creates a complete 
cabinet lock department for the 
dealer. It not only displays an as- 
sortment of items, but makes it 
possible for the customer to select 
the locks he needs. The marchan- 
diser hinges and swings from the 








LLL LLB DIE 





PFFOIaaZZzEa=Dooz 
‘ st — SS 


equipment we carry. 


HYSTER winches, sulkies, skidding 
pans and rigging; DISSTON chain 
saws; CATERPILLAR diesel en- 


GLENW TRACTOR & MENANDS 
ROAD MACHINERY CO. NEW YORK 
Albany, New York Telephone 5-5255 
) 
eer —— 


: _ 





“OLD TIMERS” 


Machinery can do tough jobs more 
efficiently when it has been modern- 
ized the practical way. Field engineers 
who study machinery jn action report 
new adaptations directly from the for- 
est to the manufacturer. That's why 
there is constant demand, by successful 
lumbering men, for the "job-tested" 
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shelving. The board is made of 
heavy gauge steel, 12x18 inches, 
finished with a bright red _ back- 
ground, offset by a broad white 








checkered design. Each item is 
properly marked with its number 
and use. There is a space for the 
price. On the reverse side an illus- 
trated sheet shows each item and 
information to make selling easier. 
For more complete’ information 
about this merchandiser and the 
Corbin line of locks write P & F 
Corbin company, Dept. AL&BPM, 
New Britain, Conn. 


Glass Block Home Book 


Just issued is a free booklet out- 
lining the popular applications of 
glass block in home construction. In 
addition to 10 pages of illustra- 
tions, the booklet contains many 
new ideas for the home owner and 
builder. Typical installation de- 
tails of practical help to the home- 
building planner are included. 
Copies of the booklet may be had 
upon request by writing Pittsburgh 
Corning corporation, 632 Duquesne 
way, Pittsburgh 22, Pa. 


West Coast Directory 


The new membership directory 
of the West Coast Lumbermen’s 
Association is now available. It 
supercedes that of April, 1947, and 
contains information on 38 mills 
not previously listed. Listed are 
member mills manufacturing Doug- 
las fir, west coast hemlock, Sitka 
spruce and western red cedar !\m- 
ber. Specified for each mill are the 
species available, the equipment 
used and the types of lumber manu- 
factured. Also listed are loggers, 
timber - fabricating companies, 
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- RO L i O F 1D “The Active Truck is the Money-Maker” 
LUMBER TRUCK BEDS Since 1918 


Complete Beds Shipped KD. 
EASILY MOUNTED 
Write for Catalog & Prices 















Front and Rear Pressure Rolls 
| It’s GOOD BUSINESS to Haul with Ford tandard Equipment 


Trucks, because— 





t is 
the 
llus- 
and 
sier. 
the 
& F 
me Available with two or three Saws 
is Q 


PM, 
n. In } 
stra- e For information and prices write 


Available with Ball or 
Roller Bearings 


The “Tower” 32-Inch Edger 


Thousands in use Everywhere 


Everything that is Essential 
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de- han trucks of the other 4 sales leaders... . a fac 
jome- mice by atte ake 2... eo: The R. J. Tower lron Works 
uded. aries’ survey of 4,967,000 truck registrations. Established 1889 
Tae Greenville — "(59 Years) — Michigan 
i We Manufacture and Wholesale 
' Southern Pine and Hardwood Lumber 
en OUR SPECIALTY: 2 x 4—8’ SLYP S4S Std. EE DET A/D 
qd are 
Doug CORINTH PLANING MILL Co. 
em | P. 0. Box 501 Telephone 968 
r = CORINTH, MISS. 
eal | Custom Resawing and Surfacing in Transit 
nies, — z ——— 
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YOUNGERMAN-REYNOLDS LUMBER CO. 


SORTS OMERY ae oe 


\ STRAIGHT OR MIXED CARS 
SOUTHERN 


YELLOW PINE 


BOARDS — DIMENSION — TIMBERS 


- DEEP SWAMP CYPRESS 
SOUTHERN HARDWOODS 


ALL LIGNASAN DIPPED 
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WHAT’S NEW? 





wood-treating and fabricating com- 
panies. For a free copy of the di- 
rectory write West Coast Lumber- 
men’s association, Dept. AL&BPM. 
1410 S. W. Morrison street, Port- 
land 5, Ore. 


Board Bender 


The new C-B board bender has 
been designed ,for the building 
trade. To use this handy tool on 
rough, warped or twisted lumber, 












start nail in board as usual. With 
stroke of hammer, set anchor pin 
(1). Draw handle down (2) until 
groove is closed (3). Hold (4) and 
drive the nail. The board bender is 
sturdily made of aluminum and is 
said to add little weight to a tool 
kit. For more complete information 
write C-B Tool company, Pept. 
AL&BPM, Lancaster, Pa. 


Southern Pine Buyer's Guide 


The 1948 edition of the Southern 
Pine Buyer’s Guide is now being 
mailed to lumber dealers and other 
interested persons. The new guide 
contains information on mill out- 
put, location of the mills, rail serv- 
ice from the mill and type of tim- 
ber which the mill is currently 
cutting. The mills are listed ac- 
cording to the states in which they 
are located, with an alphabetical 
index of the mills showing page 
number. The guide also contains 4 
lumber calculator, price calculator, 
technical information pertaining to 
the use of lumber and nails plus 
current dealer helps which may be 
obtained from the Southern Pine 
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SLIDING DOOR HARDWARE 


for Cabinets, Wardrobes, Showcases 


Kennatrack sliding door hardware saves space—gives your customers 
more usable space from their floor area. 


Easily installed. Ball-bearing rollers. Noiseless. Smooth, easy glide. 
Permits by-passing doors in narrow space. For 34" thick doors. 


Send for Kennatrack folder 


The NEW KENNALOCK 


KENNALOCK being symmetrical in all dimen- 
sions simplifies installation and blends with 
either conventional or modernistic design. 


KENNALOCK latches automatically as the 
door closes and is unlatched by the natural 
pressure of the hand in the motion of open- 
ing the door. It has a positive safety latch 
feature to insure privacy. 


Available for ¥%4", 1Yg", 134" and 134" doors. Write for full information. 


JAY G. Mc KENNA INC. 


Factory : ELKHART, Ind. 











STOP End Checking!!! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously ‘lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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OAK FLOORING — 


WINNERS 






TWENTY-FIVE THIRTY-SECONDS 


ELPA 
QUALIFY UMBER 


~ 
D. L. FAIR LUMBER COMPANY 
LOUISVILLE, MISSISSIPPI 


Member of NOFMA 





BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
j | Z J ia ai 7s @ Z 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventary 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 








The plunger of each 
Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


ca at 
oll 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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Posterity Too... 


Future generations will want shelter. They too, 
will want materials of such quality that the 
homes they build will last. 


They too, will have Kirby lumber. 


Timber is a crop. So in time gone by we 
arranged for a cycle of harvests for the future. 
Trees have been planted by the millions. Good 
forestry practices were followed. A slide rule 
has been substituted for the crystal ball in look- 
ing to the years ahead. 


With a future supply assured, we can proudly 
say that your children’s children will see mature 
trees where today we are planting seedlings. 








LUMBER 
CORPORATION 


Southern Hardwoods 
"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 


KIRB 


Yellow Pine 




















What LIGHTSEY QUALITY 
Means to You, the Buyer 











IT MEANS lumber produced from fine quality 
timber. Manufacturers 
IT MEANS lumber that is well-manufactured Band Sawn 
smoothly dressed, accurately run to pattern 
double-end trimmed to size. N. C. PINE 
IT MEANS lumber that is properly seasoned Hardwoods 
or dried. Over 80% of our output, including Cypress 
all finished products, is scientifically kiln 
dried. Air dried is available on customers’ 
specifications. All air dried stock is Dowicide — 
dipped. 
IT MEANS lumber that is accurately graded End-Matched 
that will meet any grade inspection. Pine, Oak, 
Mixed cars mouldings, flooring, Maple & Gum 
baseboard, casing, finish stock, Flooring 
sheathing, boards, dimension, etc. 
Member: 
Southern 
Pine Assn. 


National Oak 
Flooring Mfrs. 





SO NS AN TE Assn. 
MILEY, SOUTH CAROLINA er ll 
> ar 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH gay tomy 
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association. For a copy of the book 
write Southern Pine association, 
Dept. AL&BPM, New Orleans 4, 
La. 


Pre-Adjusted Spirit Vials 
These pre-adjusted spirit vials 


enable anyone to repair the levels 
on the spot and in a minute or two, 
The adjustments are said to be 





accurate within 1/10 of one degree 
and are accomplished by precision 
manufacturing. This new feature 
has been announced for Schultes 
levels which have been on _ the 
market since the end of the war. 


For more complete information 
about these levels and the new 
feature write Schultes Level Inc., 


Detroit, Mich. 


Iluminated Flexible Ruler 
Designed for use in the store, 

yard, woodworking shop or as a 

give-away item is a new illuminated 


It is a combination 
of a six foot flexible tape and a 


flexible ruler. 


flashlight. It is no larger than 4 
cigarette package and fits easily 
into the palm of the hand or pocket. 
It is made of aluminum with a high 
finish. Snap back rule has etched 
figures on polished steel. Easily 


replaced battery and spot light type 
lamp. With a printed seal it can 
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Paul Bunyan’s Dinner Horn 


The first blast from Paul's dinner horn blew down ten 
acres of pine. Moder conservation vetoed the horn. Now 
Paul calls ‘em in by radio. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 














j. P. RINN H. V. SCOTT 


Kenn -dcott Lumber Company 


LUMBER and LUMBER PRODUCTS 





Yard and Warehouse a General Office 
2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 
Chicago 23, Ill. P. 0. Box 6 Chicago 1, Ill. 
BiShop 4080 RANdolph 4878 








Al Clements Damber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


EUGENE, OREGON P.O. BOX 908 PHONE 5640 


THE NAME SILVER LAKE stampeD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


LOWER PRICED GRADES 


EDDYSTONE 
j} Mills and Sales Office PELHAM 
SILVER LAKE co. ) Chattahoochee, Georgia NUCORD 
Sold through Regional Distributors ctleaes ? 2 


B 
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(Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








STICKS AND STAYS Pi 
—_———eata, 


> 
ae 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 








: S) DONALD 


ing, yea DURHAM 
year.” What’s more, COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absoiutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix wich . water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 








FIGURE CORRECTLY 


WITHOUT EFFORT 


WITH 
mC) ricinat: DHNER 











HANDY CALCULATOR 





Here's the simplest, fastest, handiest desk 
calculator made. And it's low enough in 
cost—so that you can have one on every 
desk. Order a machine on trial. See for 
yourself how it saves your time in 

®@ Calculating board feet 

@ Preparing invoices 

@ Estimating jobs 

@ Determining mark-up 

®@ Ascertaining gross profit 

®@ Figuring commissions 
Add, subtract, multiply, divide quickly, 


correctly — without effort. Fully portable. 
Saves money, time, effort. 


Immediate Delivery 
Ask for Bulletin PP-33 


Ivan Sorvall, Inc. 


210 Fifth Ave., New York 10, N. Y. 
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WHAT’S NEW? 





be used for advertising. For more 
complete information write Cowhig 
Industries, Dept. AL&BPM, 899 
3oylston street, Boston 16, Mass. 


Unbreakable Thermal Oiler 


A new, visible, unbreakable, au- 
tomatic oiler has been especially 
designed for places where space 
between oil hole and machinery is 
very limited. The feed spout is ar- 
ranged to the side instead of dead 
center, making it possible to mount 
the oiler where clearance is as lit- 





tle as °4 inches. The oiler lubri- 
cates solid, wick or waste-packed 
bearings. On the slightest temper- 
ature rise, the oiler discharges a 
few drops of oil. The oil supply 
is always visible. Made in one, two 


and four ounce capacities. For 
more complete information write 
Trico Fuse Manufacturing com- 


pany, Dept. AL&BPM, 2948 N. 5th 
street, Milwaukee 12, Wis. 


Installing Copper Flashing 


Filled with illustrations, a new 
booklet tells what flashing is, where 
it is used, why it is needed. Other 
pages give specific, step-by-step di- 
rections on sealing valleys, 
weatherproofing chimney joints, 
making walls watertight, protect- 
ing the joints, and modernizing the 
home. Of interest to hobbyists 
will be the page of items for the 
home which can be made from cop- 
per sheets. For a copy of this 
booklet and for complete informa- 
tion on the Revere home flashing 
system write Revere Copper and 
Brass Inc., Dept. AL&BPM, 230 
Park avenue, New York, N. Y. 


Garage Hardware Promotion 


For dealers of Stanley garage 
door hardware, a new promotion 
kit, a Profit Package has been pre- 
pared. . This includes samples of 
national advertising directed to 
customers; envelope stuffers for 
mailing or over-counter distribu- 
tion; folders illustrated and with 





full information on the hardware 
line; specification folders to assist 
builders; build-your-own folders 
with complete plans and patterns 
for the home craftsman who likes 
to make his own garage and com- 
bination workshop; and counter 
cards for point-of-sale display. For 
more complete information about 
this kit and about the garage hard- 


ware write The Stanley Works, 
Dept. AL&BPM, New Britain, 


Conn. 


Forestry Advertisement Book 


Stressing conservation of our 
forest resources and utilization of 
wood products, the American For- 
est Products Industries ninth ad- 
vertising proof book is off the 
press. It contains 26 new advertis- 
ments, 17 proofs of the most pop- 
ular mats from previous editions, 
und an assortment of advertising 
aids suitable for use in making lay- 
outs on forestry and forestry sub- 
jects. Included is information on a 
free monthly education cartoon 
feature called Our Great America. 
For a copy of the new book write 
American Forest Products Indus- 
tries, Dept. AL&BPM, 1319 18th 
street N. W., Washington 6, D. C. 


RCEDAR 


Production is Improving 









Nationally 
Advertised 










Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR - our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED no 5 
pectacular Pent:up 
90% Red Heart Demand for SUPERCEDAR 
( or Better is most gratifying Mr 


Dealer, reserve space for 
it in your shed-—we are 
going to make it availa- 
| ble to you as rapidly as 
| conditions will permit 


100% Oil Content 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 





LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLO 
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MARKET ANALYSIS 


Current Statistics on 
Output and Distribution 

Lumber shipments of 411 mills reporting to the Na- 
tional Lumber Trade Barometer were 2.4 percent 
above production for the week ending Feb. 21, 1948. 
In the same week new orders of these mills were 1.8 
percent below production. Unfilled order files of the 
reporting mills amount to 59 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 28 days’ production at the current rate and gross 
stocks are equivalent to 45 days’ production. For the 
year-to-date, shipments of reporting identical mills 
were 5.9 percent above production; orders were 7.9 
percent above production. Compared to the average 
corresponding week of 1935-1939, production of re- 
porting mills was 55.7 percent above; shipments were 
37.6 percent above; orders were 32.5 percent above. 
Compared to the corresponding week in 1947, produc- 
tion of reporting mills was 8.6 percent above; ship- 
ments were 7.2 percent above and new orders were 7.8 
percent below. 


Southern Pine 


Production of Southern Pine by the 101 mills re- 
porting to the Southern Pine Association for the week 
ending Feb. 21, 1948 amounted to 16,142,000 feet. This 
was 1.86 percent below the three-year average for the 
same mills. Shipments for the week of Feb. 21 
amounted to 15,680,000 feet. This was 2.86 percent 
below production for the week. Orders placed during 
the week amounted to 15,192,000 feet or 5.89 percent 
below production. 


Western Pine 


The 111 mills reporting to the Western Pine Asso- 
ciation for the week ending Feb. 21, 1948 cut 58,253,- 
000 feet. Shipments were 65,250,000 feet compared 
with 63,479,000 feet a year ago. Unfilled orders on 
file at the end of the week stood at 167,623,000 feet 
compared with 162,002,000 feet for the corresponding 
period in 1947. Gross stocks stood at 648,591,000 feet 
compared with 580,298,000 feet for the same period 
in 1947. 


In the Market Centers 

TACOMA—Heavy rains and snow in nearby foot- 
hills and forested mountain areas are hampering log- 
ging operations. However, mill operations have not 
suffered as reserves have been sufficient to care for 
immediate production demands. Better grades in vir- 
tually all items are relatively scarce. Buyer competi- 
tion is spirited. Rail space continues to be tight al- 
though additional cars ordered several months ago to 
relieve the situation, are beginning to be delivered. 
Despite inclement weather, local building, particularly 
in rural areas, is holding up surprisingly well. This 
is particularly true of rural home construction. There 
are no work stoppages, actual or threatened. 

SEATTLE—Weather and labor conditions have 
been favorable for good production in all forest prod- 
ucts, but shingle mills are closing in some instances 
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YOU 


profit from 


HIS 
training 


It stands to reason—the more an employee knows 
about the business, the better the job he can do 
for you. How does he learn? Through experience, 
certainly. But far more effectively, through a 
planned program of training for the light con- 
struction industry. Hereis whereI.C.S.can help you. 


A COMPLETE TRAINING PROGRAM FOR 

EMPLOYEES IN RETAIL LUMBER YARDS 
This is an extremely practical course made-to- 
order for the National Retail Lumber Dealers 
Association. It covers a number of basic and 
optional subjects, including carpentry, estimat- 
ing, paints, roofing, merchandising. Lessons are 
authoritative, interesting, easy-to-follow. Results 
are immediate. Your employees learn quickly, 
apply what they learn. 

We'll be glad to send you full information on 
the Retail Lumber Dealers’ and other special 
courses; how they can be fitted to your training 
needs; how they can develop your workers’ effi- 
ciency and increase profits for your business. 





INTERNATIONAL CORRESPONDENCE SCHOOLS 
Cooperative Training Division, Box 4245-B, Scranton 9, Pa. 





PROMPT! 
DEPENDABLE | 


Service: 


PLYWOOD 





‘ SOFTWOOD AND HARDWOOD 
| PLYWOOD SUB-FLOORING 

‘ CONCRETE FORM PLYWOOD 
and other outstanding 

: BUILDING PRODUCTS 

... Douglas Fir Doors 
! 
| 
\ 
t 
{ 
i} 
l 
1 
i] 





. Overhead Garage Doors 

. Stanwall Hardwood Panels 

. Armstrong Glass Wool Insulation 
.. Monsanto Rez Products 

. Westbilt Kitchen Cabinets 


Call or Write for Details and Prices 


mee ee we ww ow ene ow wee ovary GID SERVICE ~-- 
FIDDES-MOORE AND COMPANY 


Sales and Service Offices: 
228 North LaSalle Street, Chicago 1, Illinois 
TELEPHONE: 
CENtral 5875 Prompt Shipment from Hammond, Ind. 
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Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


ot Sun 
PLYWOOD, /c. 


230 EAST F STREET # TACOMA, WASHINGTON ®& PHONE MAin 0179 


OP EOS LET LE TET IT i PPR, 
See sii 













Wall Ties 


Siding Corners 


Cast tron 
Dampers 


Milk Chutes 











12911 Hillview Ave. 
DETROIT 27, MICH. 
Phone VErmont 80318 








Clothes Poles 





LUMBER MARKET 


because of accumulated No. 2 and 3 shingles. Upper 
items appear as strong as ever selling from $160 to 
$200, but dimension, reflecting price reduction in 
other commodities, is weaker. Prices are off from the 
top to the extent of $2 to $5. Boards are also weaker. 
It is believed here that lumber cannot escape the ef- 
fects of price recessions since the stock market break. 
Letters indicate that many retail yards have many 
accounts out, that money is scarcer and that there is 
stronger resistance to high prices. The red cedar 
shingle industry is going through a critical period. 
Inventories of No. 2 and 3 shingles have been piling 
up because demand is centered on No. 1’s required by 
the FHA and farmers with plenty of money want 
only the best shingles. Some mills, unable to cope 
with this condition, have shut down. Mills shipping 
are limiting the quantity of 5X per car and the price 
of shingles depends on the proportion of No. 2s and 
3s included. The price range of 5X runs all the way 
from $9.50 to $11. No. 2s sell from $6.50 to $7; No. 
3s move at $3.25 and sometimes lower. 


KANSAS CITY—Despite the lack of new orders 
caused by the reluctance of the part of retailers to 
buy until their yard stocks begin to move into con- 
suming channels, mills show marked independence and 
refuse to lower prices. The main reason is that the 
weather has stopped production during a period of 
low retail buying. The larger mills in the southwest 
still have a sizable backlog of orders and it will take 
well into the spring to fill them. Common lumber is 
still difficult to buy at any concessions. No. 2 boards 
are still holding firm around $85 per thousand and 
No. 2 dimensions are just a shade under that average. 


MEMPHIS—Production of hardwoods throughout 
the South will drop within the next few weeks because 
of bad weather recently. Mills generally were well 
supplied with logs when the almost-unprecedented 
January snows and subsequent sub-freezing tempera- 
tures hit. Lumber manufacturers stocks were drawn 
upon heavily during January and February with ship- 
ments during both months in excess of production. 
Prices have never been firmer and have stiffened on 
some of the lower grades that were in excess supply 
for a while. Oak flooring production continues at 
heretofore unprecedented heights, almost twice as 
much as it was at this time last year. Mills are run- 
ning at capacity and have had little trouble so far 
in obtaining flooring oak. Millwork is in easier sup- 
ply but still not plentiful. 


MINNEAPOLIS—Demand for all types of lumber 
for homes has softened because of uncertainty over 
the effects of the decline of the commodities market. 
Retailers are holding their inventories down and buy- 
ing little beyond their immediate forseeable needs. 
There is disagreement over the ultimate effect of 
tightening of home construction financing, some 
dealers believing requirements for larger down piay- 
ments will eliminate many potential 1948 home build- 
ers while others are convinced that most of the po- 
tential builders have been planning to build for some 
time and have the increased down payments available. 
Everyone seems agreed that the principal class to be 
affected will be the veterans. 
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* MILLWORK AY : 








C. F, Mimnaugh 


“If I¢s Made of Wood We Sell It” 








525 CORBETT BUILDING—PORTLAND 4, OREGON 


FU West Coast Species 


% MOULDINGS ,y INDUSTRIAL CUT STOCK 


*& FURNITURE DIMENSION STOCK 


It’s GOOD BUSINESS to Hau! with Ford 


Trucks, because— 


aS 
LAST 


UP TO 189.6% 


LONGER! 


than trucks of the other 4 sales leaders... a fact 
CERTIFIED by independent Life Insurance Actu- 
aries’ survey of 4,967,000 truck registrations. 














Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufecturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 


~ 
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Officers of Ponderosa Pine 
Elected at Annual Meeting 


Frank Stevens, Ideal company, 
Waco, Tex., was elected president 
of Ponderosa Pine Woodwork at 
its recent annual meeting. 

T. L. O’Gara, Weyerhaeuser 
Sales company, St. Paul, was 
elected vice president. Arthur 
Hansen, Huttig Manufacturing 
company, Muscatine, Iowa, and Ar- 
thur H. Mohring, Edward Hines 
Lumber company, Chicago, were 
elected secretary and treasurer. E. 
W. Ruddick was elected general 
manager. 


R. E. Seeley Named Head 
of Fir Door Institute 


R. E. Seeley, vice president in 
charge of sales, Simpson Logging 
company, Seattle, has been elected 
president of the Fir Door institute. 
The institute is the national organ- 
ization of Douglas stock fir door 






WM THE MEWS 


manufacturers in the United States. 
Mr. Seeley succeeded Norman O. 
Cruver, president, Wheeler, Osgood 
company, Tacoma, who served this 
past year. 

Other officers elected were A. C. 
Peterson, vice president; Herman 
Snider, treasurer; Mr. Cruver, sec- 
retary and Thomas B. Malarkey, 
trustee. 


James R. Sebastian is New 
President, Rapids-Standard 


James R. Sebastian became pres- 
ident and general manager of the 
Rapids-Standard company Ine., 
manufacturers of material han- 
dling equipment, Grand Rapids, 
Mich., recently. 

Mr. Sebastian, former general 
manager, succeeds Lloyd C. Back- 
art, who was named chairman of 
the board of directors. Mr. Back- 
art will continue as sales manager. 
Mr. Sebastian will direct expansion 





of the company’s manufacturing 
operations. 

Other officers elected were Roger 
S. Calvert, secretary - treasure; 
Paul F. Millett, Howard R. Peur! 
and Robert L. Gunnell, vice presi- 
dents; Eugene I. Hummell, assist- 
ant secretary and treasurer. 


Companies Announce 


COTTOM CORPORATION, formerly 
Cottom Engineering corporation, 
announces the establishment of 
Raydol division, located at Tus- 
cola, Ill. 


SSIRCO is the new trade name 
for products sold by SOUTHERN 
STATES IRON ROOFING COMPANY, 
Savannah, Ga. Replacing the names 
Everwear and Southern States, it 
will go into use beginning April 1. 


DIERKS LUMBER & COAL COM- 
PANY, Kansas City, Mo., announces 
the opening of a new creosoting 
plant near DeQueen, Ark. The 
pressure treating process will be 
used at the new plant. 


THE MAGNOLIA LUMBER COM- 
PANY, Jackson, Miss., announces 
the purchase of all the plant prop- 
erties and timber holdings of the 
CAL-ORE LUMBER COMPANY, Ash- 











SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 











SF nse Foe Woodiooek 





1604 Graybar Bldg. 
Lexington 2-9117 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








1863 LaSalle-Wacker Bidg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 2-7041 








MIAN 


QUALITY LUMBER 


AD? 


When Better Lumber Is Made 
lt Will Be “GRIFFIN GRADE ” 






J. M. GRIFFIN & SONS, Inc. 


MANUFACTURERS OF 
PINE AND HARDWOOD LUMBER 
BOX 380-C 
NEWTON, MISSISSIPPI 
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faster Sales/ 
Greater Protits/ 


— because only KIMSUL* insulation 
has these 6 exclusive advantages 


1. Many-layer stitched construction — uniform pro- 
tection over every inch of insulated area. 


2. Compressed package—comes in easily handled 
rolls. Reduced to 1/5 installed length. A true over- 
the-counter packaged insulation. 


3. PYROGARD? fire-resistant cover—even the cover 
of KIMSUL*—not merely the insulation itself—is scien- 
tifically treated to resist fire and flame. 


4. Extra width—your customers are assured of fully 
insulated fastening edges. 


5. Extra flexibility—tucks snugly behind pipes, into 
corners and other “tight spots.” 


6. Caulkability—cut strips are excellent for caulking 
around windows and door frames. 







KIMBERLY-CLARK CORPORATION 
KIMSUL Division, 


Neenah, Wis., U.S. A. a) 


\\ Kimberly 
\\ Clark \ 


— 


Insulate when you build. 





Over-all insulation 





means ready salability. 


*7. M. Reg. U.S. and Can. Pat. Off t Trademark 








HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH © OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


¢ 
High Grade Northern Hardwoods 
© 
Custom Kiln Drying 


J] 
Members: M1 P.M. A. NL HLA. NH MA, 


OCOnTO, WISCONSIN 
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WELL MANUFACTURED 


a Atte PINE PONDEROSA PINE «yg, . 
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MONTANA 
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NEVADA 


‘WESTERN PINE 


UTAH 


Nl & 
Paypiossy 24V aia 


= 


l ut 
ARCH . DOUGLAS FIR - WHITE FIR ° sent 
CEDAR - LODGEPOLE PINE 


Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 
high standards long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 


ENDL on 


WOOD MOULDINGS 


WOOD CARVINGS, MARQUETRY, TRIMMINGS 


“<n 








Of genuine wood, not plaster or 
composition. Authentic designs in 
classical and moderne patterns 
for all uses. Cut clean to apply 
instantly — no sanding. In ran- 
dom lengths or quantity orders 
made to your specification. 
Prompt delivery from large ready 
stock. Not necessary for you to 
carry stocks — we make drop 
shipments direct to your cus- 
tomers for added convenience. 





























Only the catalogue or a visit to 

our showroom can give you an 

idea of the complete line avail- 
able for immediate delivery 


BENDIX 


MANUFACTURING COMPANY 
192 LEXINGTON AVENUE 
NEW YORK 16, N. Y. 
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land, Ore. Starting March 1 the 
plant is operated as the Magnolia 
Lumber corporation Inc., a subsidi- 
ary of LAMB LUMBER INDUSTRIES, 
Jackson, Miss. 


SARGENT AND COMPANY, New 
Haven, Conn., has purchased the 
operating assets of the Wm. 
SCHOLLHORN COMPANY, New Hav- 
en. The sale involved purchase of 
the trade marks and patents and 
the right to continue the manufac- 
ture of the Schollhorn products. 


New address of LEVY BROTHERS 
COMPANY INC., is 1352-1358 Liberty 
avenue, Hillside, N. J. 


L. S. Case, Former General 
Manager, Weyerhaeuser, Dies 


L. S. Case, 77, former general 
manager of the Weyerhaeuser Sales 
company, St. Paul, Minn., died 
Feb. 7. 

Mr. Case was closely associated 
with the Weyerhaeuser interests 
during the many years he was ac- 
tive in the lumber industry. He 
started his career with Chippewa 
Lumber & Boom company, Chip- 
pewa Falls, Wis., and was later 
transferred to St. Paul where he 
played a leading role in the organ- 
ization of the Weyerhaeuser Sales 





PRIZE winning float in the parade at the recent annual rodeo held in Heppner, Ore., was this 
one entered by the Heppner Lumber company. T gt consisted of a miniature modern dry 
kiln resembling the Moore cross-circulation dry Y Ge by the company. This was to stress 
the importance of kiln-dried lumber and to in the spectators that the company could 









furnish it. 

company. He was the first general Heights, Ill., was elected president. 
manager of the company and re- J. P. Stiger, Johns-Manville cor- 
mained in that capacity until his poration, New York, was elected 
retirement in 1928. vice president and Winthrop Brown 
Jr., Hood Rubber company, was 

New Officers Elected by elected secretary-treasurer. 
Asphalt Tile Institute Board of directors of the insti- 
At the annual meeting of the tute are C. A. Neumann, David E. 
Asphalt Tile institute, Julian O. Kennedy Inc., Brooklyn; H. D. 
Heppes, executive vice president of Stewart, Armstrong Cork company, 


the Tile-Tex company, Chicago Lancaster, Pa.; H. A. Hachmeister, 








with an eye io the future. 


and price sheets. 


Dept. D3 
Michigan City, 





There’s a Difference || LUMBER for SALE 


Between 





Your substantial customer knows the initial 


investment isn’t the whole cost of a roof. oe EARS 


Stock ABESTO Cold Roofing Adhesives and STEWART Iron and Wire Products 


Coating Materials for the man who buys 


Write for descriptive literature products. Stewart manufactures Chain Link 


ABESTO 


Manufacturing Corporation 





HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 





LARGE STOCKS IN ST. LOUIS YARDS 
| Write, Phone or Visit | 


FRY-FULTON LUMBER CO. | 
| 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 




















are profitable to handle! 


Lumber dealers everywhere are finding it well 
worth their while to tie in with Stewart as their 
4 source of supply for iron and wire building 


Wire and Iron Picket Fences for all types of ~Pol, 
property; also such items as Wire Window ip A on 
Guards; Stairway and Balcony’ Railings; ae 

















Grilles; Iron Clothes Poles, and many others. ca ill 

Write for Catalog No. 83 and get your share ys: 

of the profits that other dealers are now enjoy- N ” 7 Stee TI 

ing through the sale of Stewart products. aT er rT 
% i “pris 4 
THE STEWART 


IRON WORKS CO., Inc. 
1551 Stewart Block 
CINCINNATI 1, OHIO 
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woop SH UTTERS 
Protection Products Mfq. Co. 





Research Laboratory and Plant KALAMAZOO, MICH. 





LIFE-TIME VENTILATORS 


by Krauser-Goyd 


ROINESS 
ne sa 


*% Weather tight construction 


% Galvanized iron, copper, aluminum 
or fine quality stainless steel 










al 
FAMED * 











% Designed to fit any type wall 
% Easily removable screen 






*% Hemmed edges for better appearance 
% Machine Stamped and riveted 
*% Easily installed 







MANUFACTURERS OF HEATING EQUIPMENT 
AND SHEET METAL SPECIALTIES 









Write for price lists and further details 


KRAUSER-BOYD %:<. 


“Specialists in Sheet Metal Stampings”’ 
NORTH TONAWANDA, N. Y. 














SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS . . . BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS . 
LOG STOP AND LOADER . AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


MILLSUPPLIES Ge 

UNMMUNGHUM 
“Everything for MACHINERY 
the mechanical 


transmission of = One 
power.” 
5 wicou 

701\~ eB 














BETS 


PROMPT SHIPMENT 
Building Paper 


Selling to Lumber Dealers Only 


yer 
oe e AL Te LG ne Bee 
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ae yy 
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Write for sample and price list. 


HOSKING PAPER CO. 


Wilmette, Illinois—Phone—Wilmette 985 
FREIGHT PREPAID 


Shipped from 
a Louisville, Kansas City or St. Paul 


LET 
7 


a 
5 
53 
a 

: 
_=_™ 
ae 
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UY 


Buitping Propucts MERCHANDISER 











Building Products 


FOR IMMEDIATE DELIVERY 


ERAYDO 
COPPER ALLOYED ZINC 


SHEETS and ROLLS 
“The quality product in the middle price class” 


PIPE and TROUGH 
To solve your roof drainage problem. 


ALUMINUM NAILS 


Will solve your building difficulties 


ALUMINUM BUILDING PRODUCTS 


Roofings, Shingles, Siding. 

Tubing, Pipe, Garage Doors, 

Casement Windows & Double-Hung Windows. 
Complete line of Roof-Drainage Products 


Phone, Wire or Write 

















POTTS-FARRINGTON CO. 


FORMERLY W. F. POTTS. SONS & CO., INC 


ee CHERRY ST., PHILADELPHIA 7, PA. 


PHONE: Rittenhouse 6-1525 








»-.and season 
for STRENGTH 





Properly seasoned lumber is stronger, more dur- 
able and has less tendency to warp, cup or check. 
That's why W. T. Smith Lumber Company places 
constant emphasis on correct seasoning. 


Dry kiln operators test samples of each charge of 
lumber before it is placed in our modern, auto- 
matically controlled kilns. This and other tests 
assure that all of our lumber has been reduced 
to the proper moisture content before shipment. 
For quality, kiln dried lumber, look for the familiar 
locomotive trade mark of W. T. Smith. 


Selective Logging Assures a Permanent Source of 
Supply 





SELECTIVE LOGGING ASSURES 
PERMANENT SOURCE OF SUPPLY 


NOW IN OUR 64th YEAR 
OF LUMBER MANUFACTURING 


W.T.SMITH LUMBER CO. 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 
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Hachmeister Inc., Pittsburgh; G. 
H. Alvey, Uvalde Rock Asphalt 
company, San Antonio; J. O. Hep- 


pes. 

Appointments and Retirements 
Appointment of LEE STRATTON 

as merchandise director of the 


Lee Stratton 


parts division of the Reynolds 
Metals company, Louisville, Ky., 
has been announced. He will be in 
charge of merchandising all prod- 
ucts of the parts division including 
building products. 








GILBERT O. BAKER JR., has been 
elected comptroller of the Harbor 
Plywood corporation, Hoquiam, 
Wash., succeeding S. D. Jacobs who 
resigned. 


WILLIAM A, FULTS, formerly su- 
perintendent of retail yards of the 
Sterling Lumber & Investment com- 
pany, Denver, Colo., has been ap- 
pointed manager of the wholesale 
division. 


EDMUND H. CAIRNS has. been 
named sales representative for the 
Wheland company, Chattanooga, 
Tenn., in the West Tennessee, Ar- 
kansas, Louisiana and East Texas 
territory. 


ARTHUR LARSEN, inspector of 
Douglas fir plywood production 
since 1934 is the new chief inspec- 
tor for Douglas Fir Plywood asso- 
ciation, Tacoma, Wash. 


The retirement of SAMUEL W. 
ALLENDAR, assistant to the presi- 
dent of Monsanto Chemical com- 
pany, St. Louis, since 1930, has 
been announced. Mr. Allender has 
been with the company since 1918. 
He has also served as chairman of 
Monsanto’s advertising committee 
and was a member of the com- 





pany’s operating committee for 
most of its 20-year existence. He 
will be succeeded by CHARLES W. 
DOWNS. 


Furthering its program of ex- 
pansion, the Elliott Bay Lumber 
company, Seattle, has added to its 
staff DR. CLARENCE D. STONE as 





Dr. Clarence D. Stone 


technical advisor and consultant 
for customers in the wood indus- 
try. Dr. Stone has been active in 













H. B. Jordan, Gen. Mar. 


* - * 


C. M. Jordan, Treasurer 








CLARKE COUNTY LUMBER MILLS 


WHOLESALE FOREST PRODUCTS 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


834 Maccabees Bldg. 
DETROIT 2, MICHIGAN 
Phone: TEmple 1-6201 


General Offices: 
THOMASVILLE, ALABAMA 
Phone: L. D. 167 











Old Growth 


DOUGLAS FIR 
at Its Best 
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OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


Rh lomeololo Me f-11 am OF 117 








Low Cost 


Toxic-Water Repellent Preservatives 


Chlorinated Phenol Toxic Base. Positive protection against Rot, 
Fungl, Termites, Excess Moisture, etc. Formulations to meet all 
official specifica tions. A profitable retail item for Lumber Yards. 


Write for technical data, tests, samples, etc. 





CRE-O0-TOX CHEMICAL CO. 
T 


MEMP HI S, ae 











o 
C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer’s Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 


— 
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" PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 


10er 
) its 
, as 


If you can furnish any of the following 
(or anything else) write or wire me. 


l or more cars softwood boards and dimen- 
sion KD or AD, machined; also panels, shorts, 
cutoffs. 1 or more cars 5/p" and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 



















“Rod Devil 


FLOOR CONDITIONING 
EQUIPMENT 






* FLOOR 
. POLISHER 


No. FP 1 & 2 


RED DEVIL TOOLS. IRVINGTON Tl, N. J., U. S. A. 
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POLES and 
PILING 
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'S 
Rot, 


et all 
ards. 


Goodwin Johnson Ltd. 


Metropolitan Building 





Vancouver, British Columbia 
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AIR DRIED 


HARDWOOD 


KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Co., 
Ozark & Enterprise, Ala. 


Notasulga Lbr. Co., 
Notasulga, Ala. 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
91 ESTABLISHED 1899 


























BUILDING Propucts MERCHANDISER 

























OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H, M. 

a Sa Road P. O. ls 
rea eck, I., . Crystal 
New York a a 


Member Western Pine Assn. 





ce Why should I use Firzite as 
a pre-sealer on Fir? 


, BECAUSE FIRZITE DOES 
THESE 3 THINGS: 
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Firzite, wiped off. The result 
gives you a beautifully soft finish, 
plus a sealed surface . . . in one 
economical operation. 

Write today for full informa- 
tion on Firzite and an explana- 
tion of our interesting Dealer 
Set-up. 


Firzite is available in either White 
or Clear. For surfaces to be stained, 
feature Clear. As undercoating for 
painted finishes, White is best. You 
can also tint Firzite to match finish 
coat merely by adding colors in oil. 

AND FOR BLOND, MODERN 
FINISHES, feature White or Tinted 


UNITED STATES PLYWOOD CORPORATION 











Exclusive Distributors of Firzite 


55 West 44th Street, New York 18, N. Y. 
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the timber and lumber field” for 
several years. 





FISHING FOR 






5 ee 
A Supplier? Use 
The PRODUCTS FILE 
April 10, 1948 











PAUL E. BINGHAM has been ap- 
pointed division manager of the 
Aberdeen, S. D. division of Thomp- 
son Yards Inc. His headquarters 
will be at 404 S. Main street. He 
has been with the company for 
16 years. 


JULIUS A. SMITH has been pro- 
moted from sales representative to 
sales supervisor of the Southern 
States Iron Roofing company, Sa- 
vannah, Ga. He will supervise and 

















help train the company’s forces of has been plant engineer of the com- 
sales representatives. He has pany since 1942. SVANTE EIKrEM 
been with the company since 1945. is the new plant engineer. 

JOHN RE for ast six years —" - ws 

JOHN RENO, for the last six years C. KE. HOWES has been named 


lumber products engineer of the 
National Lumber Manufacturers 
association, has resigned to become 
affiliated with the Pacific Lumber 
company, Chicago, as industrial en- 
gineer. He worked with the de- 
velopment of the Home Planners acini 
institute literature of the NLMA New officers of Devoe & Ray- 
and prepared teaching outlines cov- nolds, New York, are H. W. Bar- 
ering commercial lumber proper- 
ties, siding, sheathing, flooring and 
wood preservation for the 30-day 
college sources of the National Re- 
tail Lumber Dealers association. 


manager of sales, steel equipment 
products, Berger Manufacturing 
division, Republic Steel corpora- 
tion, Cleveland. He has been as- 
sociated with the sales department 
of Berger since 1922. 





CRAWFORD H. GREENEWALT has 
become the 10th president of E. I. 
duPont de Nemours & company, 
Wilmington, Del., while WALTER S. 
CARPENTER JR. has been elected 
chairman of the board. 


FAY BRAINARD has assumed the 
newly created position of special 
assistant to Eugene Caldwell, gen- 
eral manager of the Hyster com- 
pany, Portland, Ore. He will ex- 
pedite projects in methods, inven- 
tory control and similar fields. He 




















Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco ey P. 0. Box 1731, Stockton, Calif. 


Ponderosa Pine Lumber 


Sugar Pine 
| White Fir, Incense Cedar Cut Stock 


Mouldings 














a Eek Scribner’s Lumber & Log Book 


Consulting Foresters Indispensable for lumber merchants, sawmill men. etc, 


MAIN OFFICE: 


't) BD) TOWN, MAINE Doyle’s Rule, log tally calculations, and other valuable 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 











190 pages, vest pocket size, giving tables on scattling 
and plank measure, round timber reduced to sjuare 
timber and round logs reduced to inch measure by 


information. Over 2,500,000 copies sold. 
75c POSTPAID 


American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 
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THE SENECA WIRE & MFG. CO. FOSTORIA, OHIO 











Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 
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combined experience in the lumber 
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policy ... 
oll means that Williams Ply- 


on aggressive soles 


"Jock" honest distribution, 


wood Company is able to 







“Charlie” 
serve you best. Write for 


stock and price lists! 


All Western Wood Products 


WILLIAMS PLYWOOD CO 











22CHAMBER OF COMMERCE BUILDING LINCOLN 3342 








_ INDIANAPOLIS, INDIANA 
ll ~—_ 
; —— 
Sook | Let Us. Renee: Vou Old Saws 
| We can do any practical repair work on circular 
saws. 
en. etc., WwW ™ , 
i © can cut down your old inserted tooth saw that is 
cantling slinging shanks and it will be like new. 
square We can change your old solid tooth saw to inserted 
sure by tooth. 
valuable We can make small Rip or cut off saws from your 


cracked saws. 
Headquarters for repair work for more than 50 years. 
Best equipped saw factory in the South. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 


Incorporated in 1912 


——___ 
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me 
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The Original Miner Service 






















TOUGHER THAN ANY STORM! 


EVERY LAP IS SEALED with Bird Quick-Set Cement, so 
tightly bonded that in actual test a 14,000-pound truck- 
towed load could not pull it apart... there are no loose 
laps to catch in the wind. 


NAILS CANNOT LOOSEN because they are locked in with 

a layer of Quick-Set Cement and then covered with the 

overlying lap of Proslate. No storm can budge Bird Proslate 
. No rains can penetrate Proslate’s Sealed Lap. 


Longer lasting granule adhesion is achieved by deeply im- 
bedded oil treated mineral granules that give longer wear 
and fire protection approved by Underwriters’ Laboratories. 
In every step of its production Bird Proslate is subjected to 


exacting tests to guarantee its quality. 
& SON 


) BIR inc. 


EAST WALPOLE, MASS. 
NEW YORK 
SHREVEPORT, LA. 


SELL THE BEST SELL BIRD‘ 





CHICAGO 











— ——_____ 














Buitpinc Propucts MERCHANDISER 


















It’s GOOD BUSINESS to Haul with Ford 


Trucks, because— 


FORD TRUCKS 
LAST 
UP 10 19.6% 
LONGER! 


« than trucks of the other 4 sales leaders. ..a fact 
CERTIFIED by independent Life Insurance Actu- 


aries’ survey of 4,967,000 truck registrations. 











Take Your Wife 


to the movies tonite and 
send us that house plan to 


finish. 


Service prompt—Prices reasonable. 


Lumberman’s 


* 
Plan Service 
120 Machin St., Peoria 5, Ill. 














Just Out 


ptywooD 


What it is... What it Does 


By Louis H. Meyer 


Formerly Field Research Director, 
United States Plywood Corporation 


250 pages, 100 illustrations, only $3.50 


Here’s the complete story on ply- 
wood — planned to assist engineers, 
designers, architects, and others in 
exploring the possibilities offered by 
this modern construction material. It 
covers manufacture, characteristics, 
purchasing, and application techniques 
—shows you exactly how this all- 
around product can meet your specific 
needs. The book describes the manu- 
facture of plywood and kindred lami- 
nates — outlines briefly the methods 
used to obtain different grain forma- 
tions — lists the bonding agents used 
and the properties of each — provides 
a valuable compilation of reports 
from the U. S. Forest Products Lab- 
oratory and from manufacturers and 
associations. 


Send Check with your Order to 


AMERICAN LUMBERMAN, INC. 
139 No. Clark St. Chicago 2, Ill. 
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TLE, vice president in charge of 
manufacturing; GEORGE P. GRAY, 
vice president in charge of brush 
division; RENSHAW SMITH JR., vice 
president in charge of trade sales 
division; J. L. O’CONNOR, secre- 
tary. 





HOUSING BILL 


Provisions of Legion measure 
outlined by Commander O'Neil 


TWENTY-SEVEN congressmen 
are co-sponsors of an American 
Legion housing bill on which hear- 
ings are now being held. 

The bill, known as the Veterans 
Homestead Act of 1948, was ex- 
plained to the National Association 
of Home Builders at their conven- 
tion in Chicago by James F. O’Neil, 
national commander. As explained 
by Commander O’Neil, the major 
provisions of the Homestead Act 
are: 

1. The VA would be authorized 
to issue federal charters to non- 
profit corporations to be known as 
Veterans Homestead Associations, 
upon application of five or more 
honorably discharged veterans of 
World War II of good character 
and responsibility. Upon entering 
these Homestead Associations, vet- 
erans would make a deposit of $100 
to be treated as credit for payment 
on a home or security for rent. 

2. These associations would con- 
struct and purchase housing to be 
sold to veterans for occupancy 
by themselves, personally, together 
with their families and dependents; 
construct, purchase, maintain and 
operate housing to be rented to vet- 
erans; make loans to veterans for 
the purchase of housing. Housing 
units provided by this program 
would not cost more than $10,000. 

3. The Veterans Administration 
would completely guide and super- 
vise the program. 

4. The permanent financing of 
property acquired or loans made by 
the associations would be done by 
the medium of bonds sold by the 
VA, up to a total of two billion dol- 
lars, as the fiscal agent of the 
Homestead Associations and with 
the guaranty of payment by the 
U. S. government. The income de- 
rived by the purchasers of these 
bonds would be tax free, an incen- 
tive for private financial institu- 
tions to bid for and buy the bonds 
at low interest rates. This would 
permit the associations to borrow 
money at from 2 to 2% percent in- 
terest, about half the cost of cur- 
rent financing. 

5. Interim financing for such as- 
soeiations, pending the issuance of 


bonds, would be provided by loans 
from the VA. Such loans would be 
made from a VA revolving fund of 
100 million dollars. 

6. The Federal Works Adminis- 
tration would be given 200 million 
dollars to make a maximum of 50 
percent grants-in-aid to states, 
cities and counties for streets, side- 
walks, utilities, fire protection and 
land development. 

Commander O’Neil says that au- 
thorities consulted in preparing the 
bill estimated that by mass buying 
and construction, by lower interest 
rates and by the Federal contribu- 
tion to land development, the cost 
of monthly payments by veterans 
on their private homes from 20 to 
25 percent. 

The Homestead Act, the Legion 
emphasizes, is not a gréetuity. The 
veteran buys and pays for his home 
under the provisions of the bill. It 
separates veterans housing from 
public housing and places both on 
their own merits. 


SURVEY 


U. S. Savings and Loan League 
cites figures on housing loans 


NEWLY-BUILT homes now ace- 
count for approximately one-fourth 
of the money which veterans have 
borrowed from their leading source 
of credit, a year-end survey by the 
United States Savings and Loan 
League shows. The big gain in 
loans for newly-built homes as con- 
trasted to the older properties, 
which 90 percent of the veterans 
were buying two years, came in 
1947. 

Ralph M. Smith, West Somer- 
ville, Mass., president of the 
League, says that the $2,297,876, 
000 which the associations by last 
December had supplied to 406,000 
men and women eligible for home 
ownership credit under the Serv- 
icemen’s Readjustment Act repre 
sents 38.4 percent of all the money 
which has flowed into veterans’ 
hands from any source for the 
building and buying of homes. 

As of the beginning of 1947, only 
14.6 percent of the total the veter- 
ans had borrowed was for newly 
built homes; by mid-summer, the 
percentage was up to 21.9; and by 
December 31, it had risen to 23.53. 

During the last half of 1947, the 
associations’ volume of loans to vet- 
erans exceeded that of the first six 
months by about 7.5 percent. The 
gain was largely made up in newly- 
built homes, production of which 
was so markedly stepped up the 
summer and fall months. The years 
total advances to veterans from 
these institutions was $876,105,000. 
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